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- IFTEEN thousand women 
put on the Gaytees Sil- 


houette and twelve—only 
twelve of them didn’t like 
it! Can you think of any 


8 a 
item of women's wearing 


apparel that can approach 


the Gaytees Silhouette in 
popularity ? 


The Gaytees Silhouette has no snaps, no buckles; 
no fasteners—just one quick pull and it’s on-or off. 


Gaytees, the Tailored Overshoe 
Approved by Paris 
Made only by 


United States ay) Rubber Company 


ees oS 
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4. Advertised in Vogue and Harper's Bazaar 


HE Rysonele Line is trade-marked and 
advertised in the leading national style pub- 


lications. 

Are you justified in considering Rysonele 
shoes simply because of this fact? No! It becomes of 
value for your consideration only because it is con- 
nected with Rysonele shoes. 

As is known by hundreds of retailers who handle 
them, Rysonele shoes are built on an exclusive RICON 


were 


See our exhibit during 
National Seasonal Opening 
and Shoe Display Week 





method. This method permits the finest possible 
shoe making standards, but with economies that can 
be passed on to the public in better shoe values and 
to the retailer in better shoe margins. 


These are the two basic points that have built the 
Rice-O’Neill business from nothing to one of the 
largest of its class in America in a few short years. 
Surely, in these times, particularly, it would pay you 
to delve into this proposition carefully. 


At New York City, Nov. 16 to 20 
Hotel Commodore. 
Rooms 709-11-15 


Styled by 


RICE-O NEILL SHOE CO. 





St Louis 








US A. 
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the shoes Irene sells 


Tune in" Peters Shoe Parade” 


PAR and find out why 


SHOES 


This fall, more Mothers than ever 
before are turning to Peters 
“Weatherbirds” for sturdy, back- 
to-school footwear for the young- 
sters. This new business for Peters 
dealers is being produced by that 
aye radio program, ‘Peters Shoe 


arade”’, featuring Irene Beasley. 
A share of these made-to-order 
customers belong to you. The one 


sure way to bring them into your 
store, is to come out now and 
announce yourself as a local dealer 
for Peters Shoes. 


We'll back you up on it, and give 
you everything you need to prove 
it—special display material for 


Irene Beasley, “The Dixie Diamond”, 
featured star of “Peters Shoe Parade”, 
on the air every Thursday night, Colum- 
bia Broadcasting System, 10:45 E.S.T., 
9:45 C.S.T., 8:45 M.S.T., 7:45 P.S.T. 


your window, ready-to-run news- 
paper advertisements, etc. 

And from then on it’s clear sail- 
ing, with ‘‘Peters Shoe Parade”’, 


one of the outstanding weekly 
events of the air, advertising your 


store. 
Peters ‘“Weatherbird”’ Shoes are 


solid leather throughout, with 
weeks of extra built-in wear. Style 


and price ranges are unusually 
attractive. All of which has com- 


bined to make this one of the fast- 
est-moving and most profitable 


lines of shoes in the children’s field. 
Write today or wire at our 
expense for a salesman. 


BRANCH OF 





ST. LOUIS 





St., New York, N. 
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The National Boot and Shoe Manufacturers Association 


invites retailers to view displays of manufacturers and wholesalers, 
at the National Seasonal Opening and Shoe Display Week, 
Hotel Commodore, New York City, November 16th to 20th, 1931. 


Forecasting shoes and accessories for Spring: 









Acme Backing Corp....... Meadow and Bogart Sts., Brooklyn, N. Y. Johansen Bros. Shoe Co......... 3640 Laclede Ave., St. Louis, Mo. 
— — epee ee 117 Grattan St., Brooklyn, N. Y. Juvenile Shoe Corporation..........ceceeeceeeereeves Aurora, Mo. 
ee 144 Spencer St., Brooklyn, N. Y. i 2 klyn, N. Y. 
Ault-Williamson Shoe Company......... 121 Main St., Auburn, Me. gh gw 8 y nathoo oh ee 3% eins Ae: ae Mass. 
D. Armstrong & Co., Inc........ 155 Exchange St., Rochester, N. Y.- Keane, Denbsit-& Evens, Inec.....-. 1709 Locust St., St. Louis, Mo. 
M. N. Arnold Shoe Co......... 208 Wales St., No. Abington, Mass. Cc G. King MM ae ack siscounesa Providence, R. I. 
The Abbett COmpARy..-+.+++22e0reeees Elm St., Yarmouth, Maine The A. S. Kreider Shoe Co...-...ssseeseeeeeeeeseees Annvilie, Pa. 
dos 5's so 0 0.04.60 6:0:0.0 WREST Avon, Mass. The A. S. Kreider Shoe Mfg. Co........see08- Elizabethtown, Pa. 
Bancroft Walker Company........ 13 Wormwood St., Boston, Mass. PF. A. Kuhnert Shoe Corp: c....ccsseccccccssecees Rochester, N. Y. 
I Ss oot. cc ccececcescodeutuee Montello, Mass. ee ee eee rere ee 164 Tillary St., Brooklyn, N. ¥. 
BO Oe Si eee re Wilton, Maine Laird, Schober & Co........- 22nd & Market Sts., Philadelphia, Pa. 
NE MN SII Sn Sic cece secs cecceseebeaneen Webster, Mass. Rasaieee OMNS EO. sic dcvccas Uaws coeeee sepa ce Elizabethtown, Pa. 
IEDs soc ccccscnccccscdeee duces St. Louis, Mo. John J. Lattemann Co., Inc.......ceeececeeescecs Brooklyn, N. Y. 
Boyd-Welsh Shoe Company................eecceeees St. Louis, Mo. Leo’s Shoes, Inc.......... RP er 210 Taaffe Place, Brooklyn, N. Y. 
Bradley-Goodrich Company...............sseeeeees Haverhill, Mass. H. G. Lumbard Shoe Co... ..ccccvcccccscccccscese Auburn, Me. 
DCR TOE, NO MOOT . osc cccccsccccccctconees St. Louis, Mo. Lax & Abowitz, Inc........ 40 Flatbush Ave. Ext., Brooklyn, N. Y. 
NS a. 00 5.oc-va bd bbts 6.6.00 oneeen St. Louis, Mo. 
Beker & Friedman, Inc........... 25 Lafayette St, Brooklyn, N. Y. anata Menten: Binewet, Tak... ..-.'0- << Ramee DE 
IE ON a neh od bt Fas hbase ka Chie. 640 00000-0807 Lynn, Mass. J. F. McElwain Company 103 Temple St., Nashua, N. H. 
Capitol Shoomalere, Ine....6 occ. cc ccccccccesccs ++. St, Lows, Mo. Meyer Bros. Shoe Co.........ssscecccccecsscvecs Brooklyn, N. Y. 
SRD TINE NES vision 5.054 + o0'4 6:0 949 ceaeaeeouebiet cease Carlisle, Pa. EAs Me, FIM icsek ccc cvecteecate vet seare Newark, N. J. 
The Cincinnati Shoe Company...............ee000: Cincinnati, Ohio Mildred Shoe Co..........22++- 164 Tillary St., Brooklyn, N. Y. 
EE ee Classon Ave., Brooklyn, N. Y. I. Miller & Sons, Inc....... Ely Ave. & 14th St., L. I. City, N. Y. 
Commonwealth Shoe & Leather Co...........+2000: Whitman, Mass. Miller, Hess & Company, Inc..........-seeeesseeees ++, Akron, Pa. 
Comes Bees Meslissry Co.6 ke occ cosiciecddes cabovenes Boston, Mass. Chas. Meis Shoe Mfg. Co......... 806 Walnut St., Cincinnati, Ohio 
TET ENNOR TOR, TG... oo ccccssodedacepekbeee Brooklyn, N. Y. Metropolitan Shoe Co........seesceseesecereees Manchester, N. H. 
is Es NS oS sb eibiesascecwas 37 Canal St., Rochester, N. Y. Milius Shoe Co......i.sccsceces 1308 N. 16th St., St. Louis Mo. 
CoeGsete- Carry COmGany. ..ccccccescccscevesvcteseu Lynchburg, Va. P. W. Minor & Son, Inc......ccccscccccsccccesecs Batavia, N. Y. 
John Cramer & Son.............. 199 Steuben St., Brooklyn, N. Y. The Moore Shoe Co....... wsseee+239 S. Boyle St., St. Louis, Mo. 
Croxton, Wood & Company...........313 New St., Philadelphia, Pa. Mound City Shoe Co........eceeeeseeeeees pte teeeee St. Louis, Mo. 
Geeta Soatene Datey Cig TMG: wc ds sce cone cane Reading, Pa. Muskin Shoe Co.........sseeeees 419 E. Oliver St., Baltimore, Md. 
ushman Hollis Company............ 209 Court St., Auburn, Maine konat Sloe. Co.iiedscesssurecssapesvets binds sacaad Boston, Mass. 
Carmo Shoe Mfg. Co.........+.-..sseseeeereeeees Carthage, Mo. a Bride Shoemaklers....sscescccescocessees Lynchburg, Va. 
Cornell Shoe Co., Inc............ 674 Broadway, New York City A. E. Nettleton Company...... 313 E. Willow St., Syracuse, N. Y. 
Chouteau Shoe Mfg. Co......... 918 So. Boyle Ave., St. Louis, Mo. Walrad Bites (C0... tks sks aden ake eeereer en Philadelphia, Pa. 
Clsment G Bat Dhow Bile. Coe s.o.ccceccccccc¥cowcee Baltimore, ,Md. ee ame a ’ 
The Chesapeake Shoe Mfg. Co..........cccsecccves Baltimore, Md. O'Donnell Shoe Corporation.......--.+- cccccvecees St. Paul, Minn. 
Daly’s Golden Rule Shoe Co., Inc............0seeeeees Lynn, Mass. M. A. Packard Co.....seseesseseecssceeceesenss Brockton, Mass. 
eae enn 30 South St., Derry, N. H. Paramount Shoe Mfg. Co........ 4164 Chippewa St., St. Louis, Mo. 
Sees NE AN. 5's savawdceesusoeecne New York City Dr. A. Posner Shces, Inc..... 140 West Broadway, New York City 
Devine & Yungel Shoe Mfg. Company........... Harrisburg, Pa. The Plaut-Butler Co., Inc.........+.+- Pugh Bldg., Cincinnati, Ohio 
Dewey & Almy Chemical Co.............eeeeeees Cambridge, Mass. Premier Shoe Co., Inc.......-eeeeereeeees Long Island City, N. Y. 
rer 70 Wyckoff Ave., Brooklyn, N. Y. ae ee ee ey Ure Sy Tyra ere Rochester, N. Y. 
WOO To MONO CO ioc o's ossccccscnssreccn’s Columbus, Ohio The Reynolds Company......c-ssesssccccccceeees Providence, R. I. 
hee inn, hdd”, ETE TEEPE ee. Auburn, Me. Richards & Brennan Co..........- 32 S. Main St,, Randolph, Mass. 
Dodge, Bliss & Perry Co., Inc............4.. Newburyport, Mass. Rich Vogel Shoe Co........sccccecccccccsecccecs Milwaukee, Wis. 
EE OO rer re een siete Brockton, Mass. Rice-O’Neill Shoe Co:...... 1908 Washington Ave., St. Louis, Mo. 
Dunn & McCarthy, Inc.......... 41 Washington St., Auburn, N. Y. The Rickard Shoe Co.....ccccccccscccccvsccsece Haverhill, Mass. 
Doyle Shoe Co,......sscccscssscccccvesevescceses Brockton, Mass. Roth Shoe Mfg. Co........-- Sixth & Sycamore Sts., Cincinnati, O. 
Dixon-Bartlett Co..........+.. 110 W. Redwood St., Baltimore, Md. Seicisis: hd: Cotabato ass dks Go dvncvivenssed cogs St. Louis, Mo. 
SEVER BOR OO) 6. css esccveces 419 E. Oliver St., Baltimore, Md. Selwarta Be Benlemin, Bit.c secs cccccessescepscess Brooklyn, N. Y 
PING SOOR. chises's facie Sovddusdacoasueecutue Ephrata, Pa. The Selby Shoe Company.........- 7th & John Sts., Portsmouth, O. 
Oe | Se errr 314 N. 12th St., Philadelphia, Pa. Samuel Shapiro.........--0++05 183 William St., New York City 
By NE TEs se onscveesscns svinsare 1 Park Ave., New York City Sherwood Shoe Co........--. 625 S. Goodman St., Rochester, N. Y. 
PEN ROR AIMNORY s o.0'o'c i scinins she p06s0ssione sina’ Ephrata, Pa. Shoe Form Co, Ise.s oi sscce.iccagastectavenensss Auburn, N. Y. 
ee ee Se one er eee Wakefield, Mass. William Skinner & Sons..........: 45 E. 17th St., New York City 
C. P. Ford & Co., Inc......... 12 Commercial St., Rochester, N. Y. Stacy-Adams Company..........- 69 Montello St., Brockton, Mass. 
Feder-Gregg Shoe Co.......... Gest & Evans Sts., Cincinnati, Ohio Standard ee ee ee seca ee reeecreccreserecere a Pag 
i - EMORY sic voc covt peva'ccsvevegiun # 
A. Garside & Sons.......... 3706 36th St., Long Island City, N. Y. sneer yng a. ae DeKalb Ave., Brooklyn, N. Y. 
Gerberich-Payne Shoe Company...... W. Main St., Mount Joy, Pa. Stern Atier Co ee Se. 315 E. 7th St., Cincinnati, Ohio 
Andrew Geller Shoe Mfg. Co...... 735 Lorimer St., Brooklyn, N. Y. The P. Sullivan "Shoe C0. ssc hed cae nose beeen Cincinnati, Ohio 
Gitterman & Company.......... 419 Fourth Ave., New York City Roch: N. H 
ea EMR ssn ci ce cscecideeccecced Rochester, N. Y. N. B. Thayer Shoe Co.....--.++. Pleasant St., E. Roc ae N. Y. 
Se eee ee ee ae Haverhill, Mass. sang ny Aol sean baka Ah ec 75 Yeont Ht. —. Wis. 
ani 660 nc ecatea cae i : i ge <n agg ~iaiag See ciclo RS PAT Y ° 
Great near ob yo OS PETIT gh oe be Pater arma ¥ Mf Tull & Gordon, Inc.......... 410 Willoughby Ave., Brooklyn, N. Y. 
Gregory & Read Company....... 685 Washington St., Lynn, Mass. United Shoe Machinery Corp......cssssceseseeeece «Boston, Mass. 
Griffin-White Shoe Co......... 325 Classon Ave., Brooklyn, N. Y. Unity Shoemakers, Inc........+++++. 791 Tremont St., Boston, Mass. 
Julius Grossman, Inc.............. De Kalb Ave., Brooklyn, N. Y. Unity Shoe Mfg. Co., Inc.......sseseeeseeeeeeees Brooklyn, N. Y 
Herman Grossman, Inc........... 200 Tillary St., Brooklyn, N. Y. Universal Shoe Mfg. Co.,.....+-sseeeee steeeeee .-Lynchburg, Va. 
Morgan Grossman, Inc......... 234 Throop Ave., Brooklyn, N. Y. Wilitan Cots... 00 aivestittas sect ieeauerre ..Portsmouth, Ohio 
Alfsced Hale Batber C0i6.k5..cccccsccscscccs North Quincy, Mass. Wall-Streeter Shoe Co......-...eeeees veenees North Adams, Mass. 
Hartman Shoe Manufacturing Co................5- Haverhill, Mass. S. Waterbury & Son Co., Inc..... 
RE NE Gees ig ee kdlecccccccsececvccst ede Holland, Mich. Weissman-Sass Shoe Co., Inc... ‘ 
NO Se MLM 6 6355 4.6.0'0:0-0 560 0ciccevceneoene Philadelphia, Pa. Martin Weinstein Shoe Co....... i 
Huth & James Shoe SUE Mc dutactcctcuebe chan Milwaukee, Wis. M. hay bo red i Gidea eeoteees ...273 State St., Broskiva. wg 
‘ A. N, Wo 0 Con ios ccc ccctccacekuedscecé ees ver, Pa 
Se EREATEE env ne Shs ascodsotuy yeeros a aan Wolff-Tober Shoe Mfg. Co...... .2511 Sullivan Ave., St. Louis, Mo. 
Pe eee Cae BEER Ye See oe STEN greats Woodbury Shoe Mfg. Co..............30 South St. Derry, N. H. 
PORATION TOD. 6 4: kee bhvd Od pc ce ta doops bones dae ce Norway, Me. , Weremet Co, UBB. ec ccccsce Dama ae tees ae Rockland, Mass. 
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will be, the Spring of our hopes... . 
the revivifying of public cheerfulness. 
We foresee a dramatic turn in Fashion’s 

wheel; a predetermined change from all dark 
shades to virginal tones . . .. a freeing of 
sombered minds into the lightness and the color- 

fulness of Spring’s promise. Merchandising involves 

psychological responses today more than ever. And, 
to the end that the new season shall bring rejuvenation 
to trade as to Nature, G. LEVOR & CO., INC., has 
concentrated its color offerings on the nuances most 


fitting for the rebirth of confidence and profits. 









SHELL _ NEUTRALA 
Color No.2 Color No. 17 





SEA SAND 
Color No. 99 


POLO , FAWN BROWN 
Color No. 6 Color No. 48 













PLATINE HI-LI RED 
Color No. 3 Color No. 47 


BOOTH 6 AT THE HOTEL ASTOR SHOWING 
OF AMERICAN LEATHERS FOR SPRING 
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FLEX THIS SEMI-SOFT TOE... 









- SEE IT COME 


BACK TO SHAPE 





LEXIBLE TOES needn’t look limp and flabby. 
They won’t if they are Armstrong’s Cork Box 
Toes. Shoes that have this feature give the wearer 

Product 


perfect ease and comfort, yet never wrinkle or lose 
their stylish shape. The forepart and sidewall of k 
the toe stay firm for the life of the shoe. Where tip As | Or 


meets vamp, the toe is soft and limber. No breaking 


§ 
in... no chafing... no pinching. When next you ARM S I RON t. S 
buy, specify Armstrong’s Cork Box Toes. We’ll be 
glad to send you 4 list of the manufacturers that CO RK B O xX TO E S 
regularly use them. Armstrong Cork Company, AttantaA - Boston + Cnicaco +  CrincINNATI 
Sr. Louis 


Armstrong’ 





933 Arch Street, Lancaster, Pennsylvania. Detroir - New YorK + ParapELPHIA 


Reprint of Advertisement Appearing in Boot & Shoe Recorder—October 3, 1931, 
and American Shoemaking—January 27, 1932 
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5555 Black Kid ...ccccccvecscccccsccccccsessees $4.5u 


BANKER 
AA to REE 






Black Kid ...cccccscseccccecsccsscccseeess 50 
$56 Black Rid, with Arch Support Insole......... 4.85 
46 Brown Kid .......cccceceececsccecceceveess 4.85 


COMBINATION 
- AA to E 







of Black Kid, Kang. Tips.......++.. 

$60 As above with Arch Support Insole 
65 Brown Kid 
80 Black Calf 
85 Tan Calf ........ eoccccccscccceces 





Pere e eee Cree errr err) 


ORTHOPEDIC 
AA to E 







30 Tan Calf, Overweight Viscol Sole........... 85 
50 Black Boarded Calf, Overweight Viscol Sole.. 3.85 
70 Black Kid, Kang. Tips............seeeeeee: 4.50 
$70 Same as above. Arch Support Insole........ 4.85 
C70 Black Kid, Cushion Insole...............+++ 4.85 
K74 Heavy Black . 4.50 
SPE OE ccccecckaddissceteveccsseacceces 4.50 
GP BOM COM cn cesccccecccecececccerscccesoses 4.60 
BLU-OXFORDS 
070 Black Kid, Kang. Tips.......csseeeeeeseee 


$0706 Same as above with pt Support Inside. . 


POLICE SHOE 
No. 11 
$4.00 


AA to EE 






{1 Black Calf, Long Counter, Viscolized over- 

= double 4 Barbour Stormwelt Police 

$10 Black Calf, Arch Support Innersole, Viscolized 
Overweight Double Sole, Barbour Stormwelt, + 
Long Inside Orthopedic Heel, Price.......... $4.5 
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IN STOCK CATALOG 





MUSEBECK 





Good Shoes 
for All Ages 


The Musebeck Double-Arch 
Wear-Straight Shoe is made 
in styles and sizes for men of 
all ages. In every shoe is the 
famous Musebeck Double- 
Arch construction that sup- 
ports both inner and outer 
longitudinal arches by a 
broad steel shank. The all- 
leather insole in these shoes, 
fits the bottom of the foot and 
gives a perfect and natural 
support to the metatarsal 
arch. 





All stock numbers prefixed with 
the letter S are made with arch 
support innersole as illustrated 


above. 





Terms 2% 20 Days, 30 Days Net 


MUSEBECK 





SHOE COMPANY 


Danville, Illinois. 


5 


= 





+ 


& $0170 Black Kid, Arch Support Innersole 








LA SALLE 
A to E 






018 Black Calf 
GET Tan Calf... ccccccvccccascscsccecsececsvecas 


WALL STREET 
AAAA to E 






$014 Black Calf Arch Support Insole...........+- $4.85 
GEG BR Cae vccccccocccecccccevnssecevusese 50 
COR TOE CA icccccs: ceccsucedsceseccecseceaes 4.60 
BLU-OXFORDS 
$04 Black Calf Arch Support Insole............-. $4.85 
Ge TO TRI 6. cede. be ctccedccsecescceveseses 4.85 
CS Bimee TUG cc civccccccccccvccccccessscoveens 4. 


COMBINATION 
Ato E 









BANKER 
AA to F 









056 Black Kid ......scccccccceseccccecssoeses $4.50 
$056 Black Kid, Arch Support Insole............- 4.85 
046 Brown Kid .......ccccccccccccccsercccsees 4.85 
BROUWER 
RESEARCH 


No. 100 
AA to E 





0170 Black Kid. Long Inside Orthoped'e Heel... 
0175 Brown Ki4 Long Inside eee: sas el. 











een 
occeniieaiimeaiaaiae 


Finest Quality—Latest Style 
NEW LOW PRICES 








Dyer-Hall Perfect Fitting—Fast Selling 
IN STOCK 


The Lois The Lois 


PUMPS 


IMMEDIATE DELIVERY 
AAAA to C—1 to 9 














1681 Last with 16/8 Cuban Heel. 























Fi : 
60) Last with 16/8 Baby Louis Hest. No. R-178—Black Calf ........-...s0e+ $3.35 
Ne. R-17i—Brown Kid .............00- $3.60 
No. R-179—Patent Leather ..........+++ 3.35. 
Ne. R-18I—Black Kid .............c008 3.35 R-180—Black Kid 3.35 
No. R-182—Patent Leather ............. 3.35 aes ee ees , 
The Lois 
The Lois The Opera 
(962 Last with 19/8 Louis Heel. 
No. R-170--Brown Kid ............006- $3.60 
No. R-191—Black Kid ..............+.- 3.35 
No. R-196—Black Suede ...... ........ 3.60 
No. R-197—Brown Suede ............6, 3.60 1881 Last with 18/8 Louis Heel. 
2061 Last with 20/8 Louis Heel. N. R-165—Patent Leather...........-++- $3.35 
No. R-10I—Dull Kid .................. $3.35 Ne. R-198—As R-165 except 1932 Last 
No. R-168—All Brown Kid ............ 3.60 . with 19/8 Louis Heel....... 3.35 
No. R-187—Black Suede ............... 3.60 
The Lois 
The Dorcas 
(881 Last with 18/8 Louis Heel. 
No. R-153—Black Moire ..............- 3.35 
Ne. R-154—Dull Kid ...........2.ee00. 3.35 
1681 Last with 16/8 Cuban Heel. No. R-169—All Brown Kid ...........+ 3.60 2061 Last with 20/8 Louis Heel. 
Ne. R-132—Dull Kid ..........00..000 $3.85 No. R-173—White Kid ..............06- 3.60 No. R-107—Dull Black Kid ............ $3.60 
No. R-13i—As R-132, except 1981 Last No. R-189—Black Suede ...........+++5 3.60 No. R-110—Black Faillette ............ 3.50 
with 19/8 Louis Heel........ 3.85 No. R-190—Brown Suede ..........000+ 3.60 No. R-i11—White Moire ...........++. 3.60 


PUMPS ARE SELLING—SEND YOUR ORDER TODAY! 
Catalog Showing All Styles Sent Free on Request 


/ DYER & HALL, INC., 


AUBURN MAINE: 
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WHY FASHION APPROVES 
WHITE KID 


FOR 1932 


C AUSE— Cables from Deauville convey the news that 
white sheer woolen coats, fur trimmed, are 
being worn with white kid shoes. These cables 
further comment that the newest looking shoes 
are white kid pumps. 


and White coats naturally call for white shoes. Fur 
trimming invites shoes made of leather, because 
furs are related to skins. Deauville therefore 
sponsored WHITE KID as the appropriate white 
leather shoe. 


EFFEC T— Palm Beach invariably adopts an outstanding 
Deauville fashion—therefore the shoe trade 


anticipates an overwhelming White Kid season 
for 1932. 


cAmalgamated 


ORIGINAL CREATORS OF 
FB & C WHITE KID 





AMALGAMATED LEATHER CO’S. 


Wilmington, Delaware. 
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DISPLAYED AT 


BOOTH 15 
TANNERS’ COUNCIL 
OF AMERICA 
LEATHER EXHIBIT 
HOTEL ASTOR 
OCTOBER 8-9 
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in better shoes 


its KEPNER 


Because KEPNER ELK isa better leather 
and makes a better shoe. SMOKED 
ELK, a leather quite exclusive to the 
KEPNER line, is smoked in the old-time 
Indian manner. This gives the leather a 

| softer, more mellow character, and a per- 
manent color. Even though thoroughly 
wet, KEPNER ELK dries out in its orig- 
inal softness. 


Be certain that KEPNER ELK is in your 
lines of children’s shoes and sport foot- 
wear. 


C. D. KEPNER LEATHER COMPANY 


137-139 South Street, Boston 
ST. LOUIS MILWAUKEE 


Photograph of Smoke House after a day’s work. 
KEPNER ELK is actually smoke finished. 





the Genuine 


SMOKED 
ae 4 
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Read em and 
aa Whoop! 


If business pessimists are passing you the crying towel and 
telling you profits have ceased to exist lean a weather eye to 
Stetson’s world-beating proposition on its famous men’s shoes. 





Greatest gross profit for you in the “higher bracket” field=—a 
full 40% markup on a $11.50 and $12.50 retail price. 


Greatest individual selling feature in the industry — a pre-walked 
Stetson, or a shoe “broken in” at the factory. Not a split-second 
of pain in the first ten miles. That’s comfort! 


Greatest percentage of “repeat” business — more customers re- 
turn for Stetsons than for any other brand. 


Greatest value in leather — style, quality, workmanship and 
price considered. 


Greatest service to the merchant — through Stetson’s famous 
Dept. 5 — quickest and most dependable In-Stock department. 


Eegecd 





We’ve used a lot of superlatives. We’ve taken in a lot of 
territory. We’ve hit hard. But if you want to convince 
yourself that this is THE proposition for you write for Dept. 
5’s new catalog and get the profitable story complete. The 
Stetson Shoe Company, Inc., South Weymouth, Mass. 


STETSON SHOES 


FOR MEN AND WOMEN 
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Only Quality Is Economic 


“RAPS A tING the Styles Confer- 
ence into Future Dollars and Cents 
is the function of our October 10th is- 
sue. We expect to reveal practical and 
profitable suggestions in leathers, ma- 
terials, lasts, patterns and specifica- 
tions so that the early shoes of a new 
season may point the way to more busi- 
ness at retail. The best brains of in- 
dustry will be interviewed. . 

Julius Goldberg, one of the best style 
brains of the country, anticipates an 
exotic evening footwear season in the 
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FOR THE 
FIRST TIME 


we publish the chart 
on this page showing 


WHAT'S WRONG 


with the shoe business and 





WHAT TO DO 
ABOUT IT 
* 
IF 


you would like ~ 
further information 
on this subject 
write for 


CONFIDENTIAL 
BULLETIN 
just off the press 
AND 
we'll send a salesman, 
OR 


write for salesmen, and 
we'll send the bulletin. 


EITHER WAY 
will get startling results, and 
put you in the money for 
1932 


* 





Four thousand, one 
hundred and sixty-two 
merchants have followed 
our advice and kept out of 
the depressions ! 

* 





STICK TO THE 
HILLS 
Buy ‘em for $3.40 


(less discount) 

Sell ‘em for $5.00 
to young men, old men 
and all men. 

x 





IN CASE YOU DO WRITE 
WE'RE 


HILL BROS. CO. 
at 


HUDSON, MASS. 





. THE UP AND DOWN ON MORE FOOT DOLLARS FOR MERCHANTS 


‘ 








EARLY 1929 7 -_-.-_— LATER 1929 
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~~7 LATER 1930 
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The VOICE of the TRADE 


N « C. Evans 
of Natural Bridge, Lynchburg, 
Va., attended a luncheon last 


week at which the speaker was 
Gus Welch, famous All-American 
quarterback of the old Carlisle 
Indians back in the days.of Jim 
Thorpe. He spun a few football 
yarns, and one struck Evans so 
forcibly that he passes it along: 


On the team in those days was 
a huge 220 pound Indian guard 
who fought like a demon when his 
team was behind, but who loafed 
along the minute it was a point 
ahead. In one hard-fought game 
against Cornell with Carlisle one 
touchdown ahead, Cornell re- 
covered a fumble on the Indian’s 
twenty-yard line and on the first 
play rushed the ball ten yards to- 
ward Carlisle’s goal. The situa- 
tion was desperate, but the big 
guard was unruffled. Welch 
thought for a minute and then 
decided on a little strategy of his 
own. Taking the referee into his 
confidence, he waited until the 
next play, which piled up on the 
peaceful guard, and under cover 
of the play dug his teeth into the 
big Indian’s side. With a howl 


of pain he appealed to the official, 
who only smiled. At last the big 
boy’s anger was aroused. He was 
out to get the Cornell man he sus- 
pected of the dirty trick. Three 
more plays found the ball in Car- 
lisle’s possession back on the 19- 
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yard line. And so, Welch re- 
counted, for the next three years, 
whenever Carlisle needed a little 
extra steam, the big guard found 
himself bitten, kicked and slugged 
supposedly by his opponent, and 
Welch never had to worry about 
his digging into the game. 


* * * 


_— C. Hastings 


president of the Textile Publishing 
Co., told the Conference on Retail 
Distribution, last week: 

“Let us just suppose for a min- 
ute that some genius were to an- 
nounce an absolutely fool-proof 
aeroplane tomorrow morning and 
it were priced at about fifteen 
hundred dollars. It wou!d be the 
same as an electric shock to 
America. Immediately every man, 
woman and boy would start figur- 
ing where and how he could get 
the fifteen hundred. And he. or 
she would get it and so-called 





prosperity would be here again 
for the new plane would mean 
different clothes, changed habits, 
new modes of living, etc. 

“But there is little likelihood of 
this new plane in 1932. It is my 
opinion the next big urge of pos- 
session will come from Television. 
It is being developed rapidly and 
successfully. Maybe in 1932 home 
machines will be offered. I hope 
so. Nothing would do more to 
loosen purse strings and get dol- 
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lars in circulation. It is a truism 
that all our big waves of pros- 
perity have resulted from some 
innovation such as the phonograph, 
the automobile, the radio, etc.” 


whe 


Major E. A. Rainey, 
sales manager of F. M. Hoyt 
Shoe Co., Manchester, N. H., 
takes such pride in his riding boot 
business that all correspondence 
thereon comes over his busy desk. 

A shoe man’s debutante daugh- 
ter wrote in for a pair of riding 
boots. Maj. Rainey wrote in re- 
turn: “What color—black or 
tan?” She answered: “Some days 
I ride a black horse and others I 
ride a brown horse. What would 
you recommend?” He then asked 
her:—‘““Why not three pairs so 
that you will have a pair for the 
day you ride a white horse?” 


* 
W. T. Grant, 


chain store magnate, believes with 
us that the “Purpose of Business 
is Profit,” for he tells the world: 

‘Of all the billions of dollars 
worth of business done in the 
United States each year, probably 
from one-third to one-half is 
being done without profit. If 
these billions of dollars of busi- 
ness done at a loss could be re- 





* x 






stored to the profit side of the 
ledger, I believe that many of our 
present difficulties would come to 
an end. 

“Selling without profit is a 
habit which we all have inherited 
along with other business tenets. 
It is basically dishonest because 
its purpose is to give the impres- 
sion that a concern can legitimate- 
ly undersell its competitors, when 
this is not the case.” 


oe 


Lvs amazing how ideas 
travel. Some weeks ago Boot AND 
SHOE RECORDER published an illus- 
tration in which some new styles in 
hosiery were shown in a new way. 
The young person who wore the 
stockings displayed them a bit dar- 
ingly, perhaps, but the pose was 
sufficiently novel and unusual to 
attract attention. And it did. 

When T. H. Young, manager of 
footwear advertising for United 
States Rubber Company, saw that 
photograph he visualized a new 
way of illustrating Gaytees, so as 
to command the attention of the 
reader and at the same time make 
it possible to study the styles from 
various angles. Result, the rub- 
ber footwear catalog for 1931, an 
artistic and modernistic pamphlet 
entitled “Style and Utility,” exem- 
plifies this striking treatment, 
which has heen carried out in a 
manner that has elicited a lot of 
favorable comment. We _ under- 
stand Mr. Young’s desk has been 
all cluttered up with congratula- 
tory letters and, take it from us, 
he and his staff surely have done a 
wonderful catalog job, as you’ve 
doubtless observed if vou’ve taken 
time to study your copy. 

And, incidentally, it pays to 
study catalogs these days, just as 
it pays to read trade publications 
and all of the literature of the in- 
dustry. For, as this little story 
proves, you never know when 
you'll pick up a clever idea that you 
can put to work to give more 
speed and snap to selling. 


* * * 


p « A. O'Connell, 
president of E. T. Slattery Com- 
pany, Boston, believes that the re- 
tail merchant is the most impor- 





TEST YOUR SHOE 


KNOWLEDGE 


Questions Covering What You 
Should Know, by A. L. Evans 


Our readers are invited to submit quer- 

ies on any pertinent matter. 

1. What is the most ancient method 
of shoemaking? 

2. What is tanning, anyhow? 

3. What is “dating”? 

4. What is the oldest shoe manu- 
facturing concern in the United 
States? 

5. Who was the first president of 
the National Shoe Retailers As- 
sociation? 

Turn to Page 76 for the answer! 





tant individual in the business 
world. He says: “Retail distribu- 
tion of merchandise is one of the 
most vital functions entering into 
economic life. It amounts in gross 
volume to approximately fifty-two 
billion dollars a year in this coun- 
try alone. It affects every com- 
modity we use—rent, clothes, 
food, even our recreation. The 
average individual has little con- 
ception of the importance of re- 
tail merchandising on his daily 
life, but people are quick to recog- 
nize superior values and service 
when and where they find them, 





and to reward the merchants who 
provide them. We, as merchants, 
must remember that the needs of 
our customers change with the 
changing economic conditions. 
This year there is a vast differ- 
ence between the customer’s 
‘needs’ as distinguished from his 
‘wants.’ We all want the same 
things we bought during the pe- 
riod of business boom, but the 
things we are buying now are 
those that we really need. It be- 
hooves every merchant, therefore, 
to ascertain as closely as possible 
what the needs of his trade are 
going to be, and to plan so that 





he will be able to supply those 
- needs at the lowest cost.” 
* * * 


Lafayette Gregory, 
of J. M. Herman Shoe Co. of 
Millis, Mass., has rounded out 50 
years in the shoe trade. His 
career covers the period from knee 
high boots to patent leather shoes, 
and from hand-made to machine- 
manufactured footwear. He trav- 
eled, selling shoes, in Colorado, 





Arizona, Utah and Texas and Cal- 
ifornia in the days when pioneers 
came from their farms to town, 
riding in covered wagons, to obtain 
a six month’s supply of goods. 
Usually they bartered farm prod- 
ucts, including hides, for manu- 
factured articles. Now fast ex- 
press trains, automobiles and air- 
planes cover this territory. 

Mr. Gregory tells many an inter- 
esting story of his early experi- 
ences, to the edification of the ris- 
ing generation. For instance, he 
recalls traveling through his ter- 
ritory when the Indians were on 
the war path. 

* * # 


Niition dollar life 


insurance policies are carried by 
391 persons in the United States. 
The shoe and leather trade is in 
the blue book with but three 
names—H. C. Keith of Brockton 
having a policy of $1,500,000 
Percival E. Foerderer of Phila- 
delphia and the Douglas Shoe 
Company of Brockton having a 
business policy of $1,000,000. 


* *k * 


The best brains in 
America gathered recently at the 
Williamstown Institute of Politics 
to listen to Gilbert H. Montague of 
New York tell the wide world that : 
“We have made in this country a 
fetish of competition and cheap 
prices. Perhaps we have now come 
to the point where we realize that 
our salvation must depend upon 
firmer prices and less competition.” 
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Espies growth is 
reported in American patent leather 
and the total for 1931 may exceed 
38,000,000 square feet shipped to 
over 90 different countries. 

Patent sides are the most popular 
abroad. More patent leather is pro- 
duced annually in the United States 
than in any other country and the 
output is much larger than domestic 
requirements. The production dur- 
ing 1930 approximated almost 100,- 
000,000 square feet. During the 





past 16 months patent leather arti- 
cles and shoes have been enjoying a 
wide popularity abroad, resulting in 
an increase of consumption in this 
leather. Although black patent 
makes up the largest part of the 
sides exported, there has been an 
increase in the sales of colored sides 
to foreign customers. 

* * # 


deck Rosenberg 

of the Hecht Co., Washington, 
D. C., reports on style as follows: 
“September opened up slow due 
to warm weather. Our figures 
are ahead of last year. Black kid 
leads, black suedes second, brown 
kid and suede next. Our cus- 
tomers are accepting present price 
levels and six dollars and fifty 
cents is our best selling price. 
Pumps lead, oxfords second and 


straps third.” 


Visiting the market 
is a liberal education in itself says 
the youngest of the numerous and 
able Philadelphia Geuting tribe, 
Joseph T. Jr., who is now craft- 
hunting in the eastern shoe cen- 
ters of Manchester, Whitman, 
Brockton and New York. “It is 
a great advantage,” says Junior, 
“to know of the limitations of the 


*x* * * 
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Ask Me Another 


—What is the most encouraging thing that 
you see in business at the present time? 

—I should say self-criticism. 

—But doesn’t that tend to lower optimism 
and confidence? 

—My hope is that it will prevent another 
disastrous burst of over-confidence. 

—What effect is this self-criticism having? 

—Business men and governments are being 
forced to a keener realization of their re- 
sponsibilities. They now appreciate that 
we are in a new era of interdependence, 
which calls for cooperation, clear think- 
ing, and right action. Right now we are 
building for a better, more stable and 
more profitable future. 


Secs 6TtEe| 


President 





sources of supply, just as much 
as it is to be thoroughly familiar 
with their resources. Business is 
a game of give and take. 


Roger A. Selby 


of the Selby Shoe Company, 
Portsmouth, Ohio, advises deal- 
ers not to overestimate purchases 
on low price shoes to such an ex- 
tent as to find their buying to be 
out of line with consumer demand 
when Fall selling starts. “Un- 
doubtedly there is a demand for 
lower priced merchandise in all 
lines and shoe manufacturers in 
all grades have made a valiant ef- 
fort to meet this situation. Never- 
theless, our observation and ex- 
perience indicates there is still a 
definite demand for quality foot- 
wear and some caution should be 
considered against stepping out of 
grades for the Fall season. Con- 
ditions are admittedly improving 
and there is a portion of our buy- 
ing public that will be satisfied 
only with quality merchandise.” 





THE SCOTCHMAN WHO RISKED MARRIAGE 
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Sources of Style for a 


By MADAME HAMILTON JEFFRIES 


Fashion Editor, Boot and Shoe Recorder 











MADAME HAMILTON JEFFRIES ~~ 


The Spring season of 1932 opens 
with the promise of the strongest colors and color 
contrasts. Colors, bizarre in their vividness of tone, 
show a complete turnover from the pastel shades and 
with a strong background of white will assume a 
double importance for the coming season. 

From the present over-promotion of period clothes 
we shall find ourselves in a most exotic summer, a 
reflex from the feminine mode of the winter. 

Sport and its style importance have never had the 
enthusiastic backing of all the world that they have 
today. All civilized countries realize that health and 
perfect bodies carry a nation on even in the great- 
est of economic stress and its accompanying mental 
depression. Because of competitive games, public 
interest and industrial promotion, together with the 
more general adoption of the five-day week plan, 
sports and their appreciation have assumed unprece- 


if FOOTWEAR FORECAST FOR SPRING 


straps and oxfords. 
worn with the jacket suit. 


dyeable fabrics and white or colored leathers. 


shoe. 
girls’ footwear. 
the winter. 


time and sandal footwear. 
contrasting colorings. 
oxfords and men’s golf shoes. 


dyeing fabrics and leathers. 
impregnated soles for sport and holiday footwear. 


16 


~s 


A big spectator sport shoe season in pumps, 
A new business on tailored town shoes to be 
A development in afternoon sandals combining 


A bigger and longer white season. 
A new development of the unlined calf leisure 


New uses of white calf, elk and buck in growing 
A continuance of the great pattern interest of 
New developments in moderate heels for day- 


New evening heels reflecting period importance. 
New finishes on lizard and snake in matching and 


New development of kid suede for sandals. 
An acceptance of elastic laces for children’s 


Novelty cord lacings for Wales and sport types. 
Novelty kid linings, patterned and plain. 
Novel dyeing methods and accomplishments in 


A greater acceptance of rubber, composition and 








dented proportions. The housewife of yesterday be- 
comes the participant in the tennis tournament of 
today and because of modern life and modern house- 
hold equipment woman has taken her place beside 
man in all branches of sport as well as in civic life. 

Human habits have a direct influence on industry 
and therefore it is necessary for manufacturers of 
all kinds of commodities and apparel to watch the 
trends of human life and the new interests that are 
being created in this business of living. 

There are three major influences which must be 
considered most carefully in order that shoes may be 
styled correctly this season to fill the needs of the 
American public: Family life, Sports life and Busi- 
ness life. 

Family life has changed. The laden dinner table 
has to a large extent passed out. The crowding in 
of many outside interests has disintegrated the family 
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as a unit in itself and it becomes a group of individ- 
ual units with individual tastes and aspirations. 


Second, Sports life. The change in family life— 
cheaper automobiles, the prepared foods sold over 
the counter, have together with many other similar 
influences contributed a leisure and made it possible 
for all members to participate in sports or at least 
in an appreciation of them. Holidays have become 
the right of all; for through excursions, cheaper 
fares, bus travel and touring camps, a desire for the 
open air has invaded the week-end hours. 


An interest in tennis, pride in 
a golf score, swimming, competitive games and 
sports, together with fishing and hunting, have be- 
come so important a part of human life and thought 
as to change almost every form of manufacturing 
and merchandising habit and procedure. 

Third, Business life. Business life which twenty 
years ago was of minor interest to a few women, is 
today of great importance to many—to some be- 
cause of economic need, to others in order to supply 
an interest in life otherwise lacking. 

Whatever the cause, the place of women in Amer- 
ican business life is today of exceeding importance. 
Boarding schools, day nurseries, electrical domestic 
appliances and a hundred helps toward housekeep- 
ing simplification, have given to these women the 
necessary time to apply themselves to business. 

Women’s minds are trained quickly and they have 
proved themselves alert, competent and intelligent. 
And this fact of women’s invasion of business has 
done. more than any other to bring style and its 
understanding within the reach of all. 

Through various forms of advertising and pro- 
motion women today are highly analytical in their 
tastes and individual in their judgment. 


So accurate is woman’s sense of color, line and 
suitability that it has become necessary for pro- 
ducers of almost every kind of merchandise to make 
style the paramount consideration. 

Sometimes pattern or design is the predominating 
factor, sometimes the material of which the article 
is made, but today color leads them all and we must 
look into the new Spring Season with this thought 
definitely in our minds—that color is of first im- 
portance and must be given first consideration. 
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New Shoe Spring—1932 


Vv 
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The Spring style horizon is ablaze with the 
strongest, most definite of colors and color con- 
trasts. We see the French-Colonial influence with 
its exotic crudities of color and recognize that the 
use of these colors and the freedom of their primi- 
tive conception will have a distinct bearing on the 
outward expression of the woman unhampered. 


The walk of the jungle—the swing of the hips— 
the accompanying pirate cut shirt, snug scarf around 
the waist, and pajama trousers, will throw our fash- 
ion tempo in footwear into a tremendous sandal 
season. 

Hi-li red, strong and defiant, rich and vibrant, 
stands as an accent for white and beige. This color 
will be used in sandals, pumps and in combinations 
with white for the coming footwear season. Tropic 
yellow, clear, full, animated, suitable in contrast with 
white, green, red or blue to be used for sandals, 
beach footwear and formal afternoon shoes. Shell, a 
beige with a certain warmth which combines with 
blue, brown, red and sunrust. Platine, a light gray 
which is coming very strongly in dress materials 
and will be used as a blend or accent in the gray 
ensemble, is also smart when worn with a white crepe 
dress and black scarf. 

Fawn brown, a brown which may be worn for 
town in combination with beige, gray, brown and 
multi-colored printed silks. Sunrust, an unusual 


_color which combines with gray and white, beige and 


white or is a sharp accent for light-weight woolens 
and town suits. This, however, is a limited shade. 
Cabana green, a tropical shade of green, delightfully 
cool, for summer sandals, to be worn with a white 
or green frock, also as an accent to the yellow or 
beige sports or chiffon afternoon dress. Orange 
glow, a deep rich orange hue, life-giving and up- 
lifting, to be used in combination with white, green 
or as a sharp accent with red. It is a full color, very 
little being required to bring out or punctuate a com- 
bination. © 


Last season women became accustomed to high 
color through the medium of the summer beach 
sandal. This coming season they will ask for a 
holiday shoe with all the comfort and color of the 
beach sandal but with the support and resistance 
of daytime footwear. Hence in looking into the 
spring picture we see a new development of the 
sandal pattern mode. 





By 
The Anonymous Author 


~~ ag 


“MONEY IS CHEAP; 
Try and Get It!” 


Which Caused Nation- 
Wide Comment When 
Published in the Recorder 


Some Weeks Since 


v 
: 


ities today is just full of 


ghosts. It always has enough of them, because ghost 
competition is ever present. At every signing of a 
dotted line you will find at least a couple of ghosts 
hanging around, the ghost buyer and the ghost seller. 
The ghost seller stands at the side of the buyer; in 
fact, he is right inside the buyer’s mind. “I can get 
this half a cent cheaper. I just had an offer from one 
of your competitors.” And the sale is made at half 
a cent lower. The imaginary seller, invented by the 
buyer, thus closes the deal and sets the figure. 

The ghost buyer doesn’t hang around so much 
nowadays; in fact, he seems to have evaporated en- 
tirely. But in the good old days of 1919 or 1928, and 
occasionally in other days, the ghost buyer used to 
arise in the mind of the seller, who said, “If you don’t 
hurry, the price will go up. I just had an offer from 
one of your competitors, and if you weren’t an old 
friend of the firm I’d sell it to him at a higher price.” 
And the sale was made at half a cent higher because 
the seller saw that the buyer saw ghosts. 

Yes, the manufacturers and jobbers have been com- 
ing down in their prices, but for every manufacturer 
and jobber who is giving concessions there are a 
dozen who don’t even exist. And these invisible, 
intangible, unreal competitors come pretty close to 
dominating the price situation today. 


BUSINESS, 






Beware ol 






When the world is full of ghost sellers, as it is 
today, we have what is called a buyer’s market. We 
have as many ghosts as a three-ring Hamlet, a seance 
with Sir Oliver Lodge and a colored graveyard all 
put together. And that’s one reason why business is 
so good. 

It’s a funny thing about these ghosts that if you 
talk about them convincingly enough they become 
real. Tell a salesman these days that someone will 
give you his stuff at half a cent cheaper and he gives 
it to you. The ghost materializes. That’s ectoplasm. 
It’s better than ectoplasm: it’s realism. 

If you’re a particularly good “medium,” you 
needn’t be satisfied. You turn around to a competing 
salesman and do the same ghost trick, for dnother 
half a cent. 

What’s wrong with this idea of telling a salesman 
that you can get his line cheaper when you know it 
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| GHOSTS! 


isn't true? Isn't that just plain, ordinary good busi- 
ness? Isn’t that the way all bargains are made? Isn’t 
it simply the law of supply and demand working out? 
You know, the inexorable law of supply and demand 
which, we are told by our hardest-headed economists, 
cannot be repealed even by Congress. Isn’t a ghost 
as necessary in every business as a vice-president ? 
Why isn’t a ghost as respectable ? 

This is beginning to look like a discussion of busi- 
ness ethics. Let’s not go into ethics; they give most 
of us the hiccoughs. What’s an ethic between friends, 
anyway? Or between competitors? Is this ghost stuff 
always good business? Can it be that we might in- 
vent so many ghosts that we begin to crowd out the 
real guys? 

Talk with almost any buyer of almost anything and 
after the second trip to the water-cooler he will con- 
fide in you: “You know, I bought a bill of goods as 
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Hallowe’en’s Almost Here Again 


and No Matter How Smart You 
Think You Are, the 


GOBLINS 
Will Get You 


N IF YOU 
7 Don't Watch 


Our! 


long as my arm yesterday and you ought to have 
seen those prices! Honestly, I was ashamed to do it. 
I don’t see how they can make out, at 50 per cent 
off last year and a lot of extras thrown in and a little 
appropriation for cooperative advertising and an al- 
lowance for window displays. I know they can’t do 
it. They're sellinge below cost. Well, that’s their 
funeral.” 

Perhaps it will be. Ho, hum! Who cares if an- 
other manufacturer passes out? 

Or can it be that retailers believe that manufactur- 
ers and jobbers have discovered the secret of doing 
business forever at no profit? How long can your 
“resources” stand it? Do you want to put them out 
of business? What would you gain? 

That’s a nice, gaudy name the merchandise man- 
agers have given the humble manufacturer and whole- 
saler. “Resource!” It almost sounds as if the mer- 
chant feels that: the producer is an essential part of 
the store’s organization. Since this diplomatic name 
was invented, has the attitude of the retailer really 
changed? Has the retailer stopped believing that the 
resource is a necessary evil; and in the case of chain 
retailers, not even necessary ? 

It isn’t exciting to get into a sermon on the Golden 
Rule, although a golden rule is as good as any for 
drawing dotted lines. It isn’t necessary to bring up 

[TURN TO PAGE 34, PLEASE | 







































MARGARET HAYDEN RORKE 


Wit nine high style colors and 
five staple shades repeated from previous seasons, the 
official color card for women’s shoes for Spring, 
1932, selected by color committees representing the 
manufacturers, retailers and tanners, in cooperation 
with the Textile Color Card Assotviation, the women’s 
shoe industry is well supplied with its color basis for 
the coming season. 

The colors were chosen particularly to match or 
harmonize with the new color trend in garments and 
millinery for Spring. This is particularly true of the 
nine high style shades which are distinctly new and 
express the modern feeling for clear vibrant tones. 

Recognizing the tremendous importance of outdoor 
life in America, a range of new tones—gay, vibrant 
hues—have been selected as a group of Sun Colors. 
These have been chosen for active and spectator 
sports shoes and may be used alone or in combina- 
tion with white. These colors go back to the primary 
colors, red, blue and yellow. 

The red is a sparkling yellowish red and has been 
aptly named Hi-Li Red, the English pronunciation 
of the Cuban ball game, Jai-Alai. The color is de- 
rived from the brilliant red sashes worn by the play- 
ers with their white suits. Used as.an accent on 
white this color is particularly effective. 

The yellow tone in this group is a clear, animated 





Sun Colors 
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- Official Spring-1932 
Shoe and Leather Colors 


FOR WOMEN 
Fawn Brown Sunrust 
Platine Shell 
Tropic Yellow 


Cabana Green 


Biscay Blue 
Hi-Li Red 
Orange Clow. Indies Brown 
Admiralty Blue 


Paddock Green 


Swagger Brown 


Sea Sand 


FOR MEN 


Aintree 


Hispana Tan 


Berkeley Brown Bourbon 


Polo Gray 


Sandtone 


yellow, taken from the sun and tropical flowers and 
aptly named Tropic Yellow. 

Inspiration for the blue tone in this gamut of sun 
colors was taken from the bright medium blue with 
a purplish cast that is found in water of the Bay of 
Biscay along the Basque coast. This blue has been 
happily named, Biscay Blue. 

Still in the influence of the tropics, the primary 
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Highlights tor Vivid Spring 


By MARGARET HAYDEN RORKE 


Managing Director, Textile Color Card Association 


colors of yellow and blue are combined in a vibrant 
sports green shade, known as Cabafia Green, a 
bright strong green of yellowish cast, which derives 
its name from the cabajias or beach cabins which are 
found along the beaches of the smart tropical resorts. 

Orange Glow, another color in this range, a blend- 
ing of red and yellow, reflects again the tropical in- 
fluence. 

Still another shade is included in this gamut— 
Shell. It is less vibrant than the others, but carries 
the tropic sea coast influence as it repeats the soft 
blush tint of the inside of a sea shell. 

In addition to these six Sun Shades three other high 
still colors have been chosen for exploitation in shoes. 
The first of these is Fawn Brown, a smart light 
fawnish brown, as its name indicates, which is recom- 
mended especially for town wear because of its quality 
of blending with the town wear colors that will pre- 
dominate in garments. 

Sunrust is a new shade in the rust family, which, 
in shoes, may be used along or in combination with 
white. Its reddish tinge is in keeping with the gen- 
eral tendency toward warmer tones in all Spring cos- 
tumes. 


Every Spring brings a demand 
for a new gray—and the 1932 shoe gray, a clear, light 
tone, has been appropriately named Platine, the French 
word for platinum. 

Carried over from previous seasons, because of their 
continued style importance are five classic staple 
shades, familiar to all in the shoe industry—Indies 
Brown, Swagger Brown, Admiralty Blue, Sea Sand 
and Paddock Green. 

Color is no less important in the shoes for the 
man, than in those for the woman. Accordingly, 
three new shades of tan have been selected for men’s 
shoes for Spring. The first of these is Aintree, a 
swank ruddy tan, which takes its name from the 
famous British race course, near Liverpool, where the 
Grand National is run in March of each year. 

Hispano Tan, as its name indicates, is a Spanish 
tan, deeper in tone and with a more reddislf cast than 
Aintree. 

Still deeper in tone is Berkeley Brown, a rich red- 
dish tone, and the darkest of the new shades. 

Bourbon -has been repeated from the Fall, 1931, 
color card. 

As a relief from the tan shades and selected espe- 


Boor aNnD SHOoB RECORDER 
combining THm SHOE RETAILER, Oct. 3, 1931 


cially for sports shoes are Sandtone, a light sand 
shade approximating the color of twine, and effective 
alone or in combination with either tan or black, and 
Polo Gray, a clear medium grade which combines 
effectively with black. 

The members of the official committees of tanners, 
shoe manufacturers and shoe retailers cooperating 
with the Textile Color Card Association in the choice 
of Spring leather colors are as follows: 

Tanners’ Council of America: W. H. Barrett, Bar- 
rett & Co.; Benjamin Simons, Rhea Nichols, Allied 
Kid Co.; Fred J. Blatz, Pauline S. Morgan, Amalga- 
mated Leather Co.; Ruth Kerr, Calf Tanners’ Assn. ; 
W. F. Hickey, John R. Evans; Hilda Rau, Robert H. 
Foerderer, Inc.; Agnes Davis, Griess Pfleger Tan- 

[TURN TO PAGE 76, PLEASE] 











V \ 
CONFERENCE PROGRAM 
HOTEL ASTOR 
OCTOBER 8th, 1931 
10:00 A.M.—Style analysis meetings under N. S. R. A. leader- 

ship. 
Women’s Footwear —College Roorn. 
Men’s Footwear —Room 
Children’s Footwear—Room B. 
10:00 A.M —10:00 P.M.—Tanners’ Spring Leather Opening 
(Grand Ballroom). 
OCTOBER 9th, 1931 
JOINT STYLES CONFERENCE 
pial 6 yy Ee James Gordon McNeil, General Chairman 
N. S. R. A. Styles Committee. 
2.—Sounding the Tom-Tom of Style—By John C. McKeon, 
Chairman N. B. & S. M. A. Styles Committee. 
3.—"Chance for a Choice’—By W. H. Barrett, President of 
Tanners’ Council of America. 
4.—Men’s Symposium—The Spring Man—By George N. 
Geuting and Jesse Adler. 

5.—"l Am the Public’—By Delmar Meyer, who will tell what 

she is going to buy for Palm Beach, Spring and Summer. 
6.—A Challenge to Fashion—By Miss Kathleen Howard, 
Fashion Editor of “‘Harper’s Bazaar.” 

7.—Triumph of Style in Shoes-—With a pageant of Spring 
styles demonstrating ‘the correctness of dress, colors and 
footwear—By Mme. Hamilton Jeffries, Fashion Editor of  - 
“Boot and Shoe Recorder.” : 

8.—Modernity—Color Lifts All Fashion—By Mrs. Margaret 
Hayden Rorke, Managing Director of the Textile Color 
Card Ass'n. 

9.—Fashion vs. Economics—By Paul M. Mazur, Vice-president 
of Lehman Brothers of N. Y. 

1:00 P.M—LUNCHEON—Keynote Speakers. 

2:00 P.M—Reassembling for consideration of Spring and 
Summer forecast of men’s, women’s and chil- 
dren’s and volume shoes. 

— a 
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In the Spring 


uM E believe it-will be an im- 

portant year ahead for the 
shoe trade and one of the ways in 
which we can emphasize the im- 
portance of an orderly and continu- 
ous business is to maintain the dates 
of the tanners’ Spring opening as of 
Oct. 8 and 9—the first step toward 
Springtime. The tanner realizes 
how essential it is to be the early 
party to the movement of industry 
—if it is to plan its work and work 
its plan. 

“We are daring a good deal in 
affirming that the tanners’ Spring 
opening at the Hotel Astor, Oct. 8 
and 9 is the time, the place and the 
psychological moment to bring 
about a cooperation of all the fac- 
tors in industry in planning for 
profits in the year ahead. 

“We can say to Gerard Swope, the 
leather industry is a full five years 
ahead of its time in measuring de- 
mand and producing up to it. We 
understand his language. That has 
been our endeavor and will be our 
contribution to the betterment of 
business methods. 

“We look upon the coming Styles 
Conference as a most significant 





The Colors That Bloom 


First Showing of American 


development of order in business 
thru less waste effort and better 
service by the tanner in the leathers 
and colors needed for the new shoe 
year ahead.” — Fraser M. Moffat, 
president Tanners’ Council. 


HE above statement is a key- 

note of the Spring opening of 
American leathers to be held in 
the ballroom of the Hotel Astor 
on Oct. 8 and 9. The tanners have 
had a month or more of prepara- 
tion, and the presentation of the 
official conference color will domi- 
nate every display. The tanners, 
through their presentation of the 
new leathers, have an opportunity 
in the two days’ session, to con- 
tact many merchants and retailers 
and test the possible salability of 
the new leathers and to gauge the 
importance of each. 

At every other Styles Confer- 
ence the proving ground method 
of testing colors has developed two 
or more leaders that have sold in 
excess of all other colors. But for 
the Spring opening such a method 


MO 
Co 
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Leathers by Tanners 


of trial by appreciation would be 
impossible. Prior to the: confer- 
ence, hunch and guess played too 
large a part in the determination 
of colors and materials for a new 
season. Every effort is being made 
in the present tanners’ exhibit to 
get tangible orders as_ endorse- 
ment of manufacturer and retailer 
approval of the new colors so that 
production for Spring might start 
earlier. 

The Styles Conference’ repre- 
sents a group of friendly co-oper- 
ators—tanners, manufacturers, re- 
tailers and men who render the 
service of supply. In building a 
program of possible demand for 
Spring and Summer 1932, they 
move step by step from the 
preliminary meeting of the Tex- 
tile Color Card Association right 
through to the drafting of major 
specifications of footwear for 
men, women and children for the 
coming season. Over a month 
ago, the first meeting was held, 
colors selected and names given 
thereto. Since that meeting, the 
tanners have had opportunity to 
tan and color the official gamut of 
shades. They have also used their 
ingenuity in developing private 
colors and shades. 

The meeting at the Hotel Astor 
is two-fold. One of acceptance 
and approval of the colors by 
sampling and by order in the ex- 
hibit room; the other is by study 
and statement of authorities in 


The colors that bloom in 
the spring, tra la, 
have much to do with 
the conference 
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dress, fabrics and colors, likely to 
be worn next Spring and Sum- 
mer. The co-ordination of all the 
fashion forces developed on the 
second day results in the official 
styles report of the Styles Con- 
ference and becomes the major 
law-making for the new season. 

The official Styles platform is 
not a compulsory document. 
Rather it is one of major trend 
suggestion. There will be new 
things to follow, for no season 
can be interpreted completely nine 
months ahead. 

At the same time in England, 
they are holding the Shoe and 
Leather Fair which carries out the 
traditional ideas of a buying ex- 
position. However, England has 
adopted the American idea of a 
color conference. The British 
Color Council is an independent 
organization which has achieved 
considerable success in Great 
Britain and on the continent. The 
leather and hosiery cards have 
been issued for the first time this 
season. Here, in America, we 
have had the leather and hosiery 
cards for some ten years and 
American colors and terminology 
are used the world over. Before 
long, there may be an interna- 
tional co-ordination of colors in 
footwear patterned after the suc- 
cessful co-operative acceptance of 
the Textile Color Card Associa- 
tion’s over here! 

Since the Tanners’ Council in- 
augurated the custom of holding a 
leather show in connection with 
the Styles Conference some years 
ago, this event has become one of 
the most important features of the 
Conference, giving manufacturers 
and merchants alike an opportu- 
nity to examine and compare the 
colors for the advance season. 
Each season this conference at- 
tracts hundreds of leather buyers 
for shoe factories all over the 
country, and fashionists who are 
eager to visualize the possibilities 
of the new colors which the tan- 
ners have developed. Retail buy- 
ers, also, keen to obtain at first 
hand information which will aid 
them in formulating their plans 
for Spring, find the leather show 
a valuable source of exact infor- 
mation. 
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Leathers on Display at Hotel Astor, Oct. 8-9 


Booth No. 

Mama NGGRONiti CONMDRN NE a isco s oe oe odeleeireicdcetessiieblagens ervedocdiasines 3 
Agoos Leather Companies, Inc. ..............0...0 5c cece ccc ccc e eens 20 
Allied Kid Co., Standard Division .............000.0.0 0.0 ccc ccc cece eee eee 34 

McNeely & Quaker Divisions ................. 2.000000 ce eae 35 
Amalgamated Leather Companies, Inc. .................0.0 cece ccc cece eeeees 30 
NMR AIRE COMIN oo oo on oo cee sive clct ese tineoeentewencenunacnsmneles 22 
Mamaricam Hide G Caster CG. oan. ccc ccc ccc cc ccc cccnccnecceseseeece 11 
Es en RON RI NO ooo, precise ec abe 10 ¢ ack we denceeled piecewdaennedcweeee’ 27 
FRNA CHE GI es ici o wu ois He Ko kid vu elon wl ebidlneceelecncwedadees 31 
WU CUORMENI NARENON OG 5 6 o.oo ose cnc ccc eccentecccccectccesececcceteuewes 43 
Brame EQSINOP COmmOPattO ...n 5 ccc ect ccc ccc tone cceecceceecseceeeeees 21 
Se re ONO CE CN NG oo ooo. o ov oo oo cid non ee eisete ceowssesdiecowncees veneweees 29 
UR UNI en oS Sasiug ca eek Chece oe bec seeecsiccadeduewons ceaee 26 
a oiler, 5 ooo e oc ec dies ceevetnswcacyecwaurneeeeawenmer 24 
POMOC UM GOMOON INEs. 6a. o ccc ccccsesse cede cccteresvarescevenecueccenven 12 
SPAM COO FG io cisco sce ccascccccecnccoctecccecesecscusenceée 28 
Da OE AMBER QON olor cles occ es cicce cn vdscsecrbnnsnictcvonsee cewesess 32 
Womest FR Faardecer, lies 5 occ. cw cc ccccccc cc ccvevenccccevccceveccacecseaes 42 
A. F. Gallun & Sons Corporation ..............0 00... c ccc cece eee e ene eeeee 4 
Gamdval Eesther COMmOGne 5... cc ccc ccc cere cece ccccsctannecevestveccee 1 
GOR INE CONMIIIE ooo oe oc ccc ccc ccc ctenncecceveenseceteecucneceee 2 
Grigse- Biveger Vantite Cor onc icc c tcc cc ececevecvseceecsececeeuaee 23 
Reet RPI AMINO rego 6 a cic ccc ec cce ce cance cecbdevucsueedesvacenenees 16 
Be ie iN OO iio 5 Scie ck Ce ciscecacecceccosescndeveeene deevnwe % 
Be POGMNOU CR SON IMG 6 ooo sik ccc ecb cece conteccdsteeesnsteccesue enacts 
PUUr AT ORONO CO. co chine corte ewer ences nb¥ ste ndesousduenseeoans 3 
MMIII CET OMI CO ooo oo sos eicece cc cccrcceetdevnceneecusseunnctecnvees 33 
oe i I ORE non cbc ckernrevndsedcceevcinceseececoncleeeers 15 
Keystone Leather Company ..................0 00 ccc cece eee e eee n eee enneeeee 39 
Keystone Reptile Tanners, Inc. ...............0 cece cece eee eee eeeeees 40 
Wires MIS OREO Coons etc ec ccecesccecteccceennccustoee cme 235 
A. C. Lawrence Leather Co. ....... ee ee ere rer ete eC 17 
ie I CN I NG aor hinid o woie Fos 6s hetec cwsen si wean ve couvnsneneedebeens 6 
eC NON occ co cccdiec ca cecsecscseeevacetecnnvcwnde cee eeteaas 37 
McNeely & Price as co. dy ccs draaadowetatevaeeieal " 
R. Neumann & Co. ...............64. Pe ida ia alae he ele ECA Hea 
ite mete ROGNNGY C oor oii oc cok cctcccncevccscennscncssccetwiencacsceaces “ 
Northwestern Leather Co. Trust ............... 00. cece cece cece cece eeeeeeees 19 
EE RPE GR loot oe caro co eo cddcececwovocewsdcesapucnes comet 7 
en RAMEE COU UNG . cenccs vcccvevcccceegectcecdesccedeseoanewenes 44 
MU GSO, ING ago oc cect ence cccescecccsceecccedsscectedeved 46 


RT ON IN gag oss bi ccdiaree vie o.scle v.00 emnvine-e a rardewe Ce euedeneMee 47 
Seton Leather Company 

Fred Rueping Leather Co. 
Samuel Shapiro ........... 
Surpass Leather Company ... 
Albert Trostel & Sons Co. 
Richard Young Co 
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The classification of pump styles 
is broadening in its conception. Pumps today in- 
clude all shoes on pump lines. Gored step-ins and 
certain types of D’Orsays fit in this classification, 
also built-up throat and buckle styles made on pump 
lasts. All these types are now sold under the term 
pumps. 

Plain pumps with a large buckle over the instep, 
in the manner of the colonial or cavalier pump, are 
the newest expression of pump styles. 


Pumps, trimmed or plain, are still the volume 
choice for daytime. It is anticipated that retailers 
are now so last conscious that there will be little or 
no trouble in buying a line of pumps to fit 65 per 
cent of the average customers. 

Pumps are being styled on the fuller toe line 
lasts and many of the growing girls shoes carrying 
medium heels are finding their way into the ward- 
robes of the older women, who find them not only 
comfortable but smart and youthful in appearance. 





ere have become the leisure 
or holiday daytime shoe, which in no way intrudes 


on spectator types. Fabric cuts and lacings, twisted 
strappings and bandings continue. A selling under- 
standing of the place and suitability of the colors 
is important and the check on the popularity of sal- 
able colors in relation to costumes is important for 
quick turnover. 

As white is a background for color this season 
the red, green, blue, yellow and beige sandal comes 
into importance. 

White will be in much greater volume than last 
season. 





Cases or table displays of hat and scarf, to- - 
gether with blending or contrasting sandals, may 
cause a new consciousness of the week end en- 
semble. Sandals displayed with scarfs in the scarf 
cases may also add an extra business. The evening 
sandal is a truly necessary accessory this season 
and may be piped, banded and underlaid. Quarter 
lines with slipper or boudoir counter lines seem to 
register a summer evening sandal mode. 

Every present indication points to a very wide 
demand for sandal types of footwear next summer 
and this demand holds the promise of extra pairs 
and profits for retail stores. 
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Swaps are heading back to a 
greater recognition because of the sandal and the 
easy fitting of summer footwear. New base materials 
and combinations promise to make strap patterns more 
important in all types of summer footwear. 

The broad strap will continue in walking types. 
Narrow center buckles and odd side fastenings will 
be in vogue. 

Pipings, contrast punchings and underlays will be 
used. Overlays of leather on fabric shoes will be 





seen in all grades and types of strap footwear. 

It is anticipated that for spectator sport wear there 
will be tailored center strap types and, while the pat- 
tern remains tailored and simple, many new models 
are showing the slender center strap. ‘ 

The use of open meshes as inlays on white and col- 
ored kid is anticipated, as well as the extensive use 
of the white kid shoe with dyeable inlays of fabric. 

There are many dyeable meshes on the market that 
are appropriate for use in footwear. 








This season has proven that 
many women insist upon oxford types for street and 
general wear. 

Patterns among the bench-makers have now shifted 
into demi-oxford types and tongueless throat types. 
The spread of the throat pattern allows the stocking 
contrast under the lacing line as in the Wales ox- 
ford. Combination leathers continue and two finished 
leathers are again smart. Kid and fabric, patent and 
novelty fabric, calf and whipcord and Morocco or 
calf and covert cloth are combined. Patterns and 
plain fabrics are used with these leathers. New inter- 
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est is shown in arch and corrective footwear types. 

Because of the new heel contours with style im- 
portance and because of a new toe width in custom 
lasts, the arch'shoe today may be built so stylefully 
that the woman who wears corrective footwear may 
select shoes with fashion importance. 

Fancy oxfords will be worn with the newer woolen 
suits which appear in the late Winter or early Spring. 
Black patent and suede or black kid and suede in one 
and two eyelet types have almost become staples in 
smart and medium grade shops, and this vogue will 
continue throughout the Spring. 















The star performer in men’s 
sport shoes next Summer will be the classic all-white 
buck, perforated oxford with a white leather sole 
and heel. The white buck plain toe oxford, with a 
black rubber sole should also be good. 

The more formal white buck, narrow toe, and black 
enamel heel, will be worn with blue jackets. These 
shoes are for the high grade trade, who are trying to 
get away from the popular run of sport shoes. 

Narrow toes and very light weights will feature 
the men’s Spring town sport shoes. 

Unlined shoes seem to have the greatest possibilities 


Elk is an ideal material for 
these shoes, as it is necessary to buff and sandpaper 
the flesh side of the skins, so that they will be very 
soft to the stockinged foot. 

Some of these unlined shoes will have perforations 
in the shanks and will be made as light and glove 


of any of the novelties. 


fitting as possible. This unlined trend together with 
the development of the perforations through the 
uppers follows the tendency to supply men with 
light weight clothing of all kinds. 

A popular version of the golf shoe is unlined with 
the Kiltie tongue or Monk type. 








Chenges from season to season 
in the types of shoes worn by the average man for 
business are modifications of detail rather than funda- 


mental changes in the lasts or patterns. There is 
nothing in sight at this writing to indicate any radical 
or revolutionary development in men’s footwear of 
this. class for Spring and Summer, 1932. A trend 
toward plainer and neater treatments in pattern and 
trim, with a continuance of the tendency toward some- 
what higher heels in the smarter types, affected by 
those young men who incline to brave effects in 
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clothes and footwear, are among the developments 
forecast for the coming season. 

Conservative types of men’s shoes for business 
wear will show little change, aside from the sea- 
sonal trend toward lighter weight and brighter tans. 
Blacks promise to be very important, however, par- 
ticularly in the plainer, custom last types. 

Summerweight shoes will, as usual, receive consid- 
eration in the styling of men’s shoes for the coming 
season and in many localities sports shoes of the spec- 
tator type will be worn quite generally to business. 
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There are many new developments 
in the making in girls’ shoes for spring. Moccasin 
toes and sport styles are the favored daytime and 
playtime shoes, both for volume and high style. Three 
or four proven patterns in unlined elk. and calf will 
be most necessary for a complete stock. 

The youngster of today demands style plus com- 
fort plus wear. Shoe manufacturers now realize that 
the line of girls’ footwear that has new and attractive 
fashion features brings gratifying results in the way 
of volume sales. Some retailers, unfortunately, have 
not been alive to the necessity of snapping up their 


lines with the new styles that are being offered. 
Afternoon sandals in patent, kid and calf and a new 
expression of kid in lighter types promise to have an 
important place in the promotion of girls’ and junior 
footwear, likewise vivid colors and one-strap patterns 
in all white. Heels in the growing girls’ and junior 
lines have changed considerably both in height and 
shape. . 
Collegiate trends are receiving more recognition 
and the low block heel will register for sandal lines 
because of its comfort and youthful appearance. 1932 
promises to be decidedly a pattern year. . 





Early indications are that 
sport shoes in the boys’ field will be much stronger 
next season than ever before, and that they will equal 
men’s sport shoes in the proportion to total sales. 

Black and white will outdistance all other combi- 
nations by far. Probably the most popular sport pat- 
tern will be the plain toe, saddle type. White buck 
and black calf in this style as a $6 retailer and white 
elk and black calf in the lower prices will be the best 
numbers. Tan and white combinations are practically 
out of the picture. 
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Several manufacturers are showing saddles of cor- 
dovan in both wine and black as a new style note. 
Smoked elk is touted to stage a come-back. Rubber 
and composition soles, of course, will outsell leather 
in this particular case. 

Just as girls’ shoes follow closely the new fashion 
developments in footwear for women, so do boys’ 
styles reflect the latest trends in smart shoes for 
young men. This is becoming more and more true, 
not only in patterns but in lasts as well, and it’s an 
important point for buyers to remember. 
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Is Dishonest Practice Contagious? 


YOUNG man who should 
know better came into our 
office this week for advice 

on a fashion service. What he 
planned to do was to furnish manu- 
facturers with five new shoes a 
week—the pick of the showing along 
Fifth Avenue. These five shoes 
were to be actual shoes, to be used 
by the manufacturer in copying de- 
tail for detail, stitch and seam. 

So far so good. He proposed a 
charge of $25 per week and visioned 
a tidy business that would bring him 
in about $20,000 a year. In our 
ignorance, we said: “How can you 
afford to buy five pairs of shoes a 
week from the best shops in New 
York for even if you sent only 
single shoes how could you buy 
them at that price and hope to make 
a business thereon?” He replied: 
“T intend to have the shoes charged 
and then, when the manufacturers 
are finished with them, I will mate 
them up and return them to the 
store for credit.” 

No sooner had he said this than 
we showed him the door, after giv- 
ing thim a thumping lecture on dis- 
honesty. The young man had said 
that the practice was common to 
all lines of business, why not in 
shoes! The big stores were easy on 
credits and some of the stores them- 
selves are not above shopping styles 
and returning the models for credit. 

Dishonesty on dishonesty—when 
will it cease? 

Ages ago some cynic said “man 
is wolf to man.” Never have we 
known a time at retail when the 
spirit of “get the money at any 
cost” was so much in evidence. We 
are seeing in stores, in windows and 
in newspapers those dangerous ele- 
ments of dishonesty that can mean 
but one thing—get the business with 
honor if possible; but get the busi- 
ness. 


A merchant stood up at the retail 
distribution meeting held in Boston 
recently and said: “Predatory price- 
cutting involves selling at a price 
that cannot be justified by the cost 
of handling. Its purpose is to give 
the impression that a concern can 
legitimately undersell its competitors 
when this is not the case. Preda- 
tory price-cutting does not mean 
prices legitimately reduced because 
a company can afford to undersell 
because of lower operating ex- 
penses. Surely any temporary ben- 
efits obtained from predatory price- 
cutting are soon offset by the multi- 
tudinous evils which flock in its 
wake.” , 

If advertising in the newspapers 
continues with its untruths it will 
destroy all confidence in advertising. 
The State of Virginia is planning a 
law to purify clearance sales. It is 
aimed at the practice of rushing 
into the store, just previous to the 
sale, lots of sub-standard merchan- 
dise in the hopes that the public will 
clear the shelves of both legitimate 
and illegitimate bargains. 


NEW cunning is coming into 

retail advertising. Advertise- 
ments are being written by men who 
are capable of twisting words to un- 
fair advantage. Some recent ads 
have been malicious in intent. Much 
money has been spent in an effort 
to tell the public to beware of the 
offerings of other stores. 

Some of these ads never sell a 
pair of shoes directly but are writ- 
ten so as to destroy faith in other 
goods. Such tactics cannot long 
continue. There isn’t enough money 
in the world to stop a meritorius 
article from making its honest ap- 
peal. Such advertising will prove a 
boomerang. 

The Better Business Bureau of 


New York City asserts the public 
confidence is in danger through mis- 
leading advertisements, “which have 
been in effect an attack on the prices 
and advertising of other stores.” 
Such statements, creating the im- 
pression that the advertiser’s prices 
are always lower for the same, or 
comparable, merchandise elsewhere, 
“are usually untruths or half-truths” 
and “in the long run such advertis- 
ing is inimical to public interest.” 


F these disparaging statements 

concerning prices elsewhere were 
wholly true, which they are not and 
cannot be, they would tend to force 
many other stores in New York City 
out of business. As it is, “these ex- 
treme claims lure many credulous 
shoppers away from other stores un- 
fairly and they destroy public con- 
fidence in competing advertisements.” 
They are an open attack on the in- 
tegrity of advertising. 

The Bureau, in making these 
strong statements, asserts that it pos- 
sesses ample facts resulting from in- 
vestigation in recent months, to jus- 
tify this plain statement of the mis- 
use of advertising. 

The thing to do in advertisements 
is to sell an appreciation and ap- 
proval of the goods and services that 
you have on hand and to keep the 
ad interesting to the customer and 
honest to the store. When all ads 
are bombastic, they lose their force 
and do not produce results com- 
mensurate with the expenditure. It 
may be true that any one store can 
always get a volume of business if 
it wants to use all of the tricks and 
practices needed to bring in the 
gullible portion of the public but in 
the last analysis, an ad that rings 
true delivers two profits—one in 
money, the other in prestige. 
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. Salesmanship is still 
the greatest force in 
business... 























FOR THE MORE PROFITABLE SALE 






Tuy a Nunn Bush shoe on EVERY foot 


ERE’S a sure way to make more profits Try it 

for two weeks and then judge for yourself. 

When a customer comes in for cheaper shoes, 
tell your clerks to show what is asked for and then fit 
him with a Nunn-Bush shoe for comparison e Both 
you and the customer will benefit e No customer ever 
was lost because he got better quality than he asked 
for e Few men ever failed to get satisfaction from 
Nunn-Bush shoes. 


The man accustomed to cheaper shoes is your best and 
most natural prospect for the more profitable Nunn-Bush 
sale « Because he has never known Quality he will ap- 
preciate it all the more e But he can only know the dif- 
ference when he has a Nunn-Bush shoe on his foot. 
Give him a chance to learn what really fine shoe quality 
is e Try a Nunn-Bush shoe on his foot so he can see and 
feel the difference: 


And tell him what makes Nunn-Bush shoes fit better 
and hold their shape longer e You know that Nunn- 
Bush specially developed lasts give better fit; that 
Nunn-Bush individual patterns fit the lasts without 
straining and tugging—that there is no distortion in 
the shoe after wear e Tell him these things e And point 
out the difference between leathers, linings, stitch- 
ing and finish e Tell him and you will sell him. 
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There’s a very real difference between Nunn-Bush shoes 
and cheaper shoes—the difference craftsmanship makes. 
For two weeks, have your clerks try a Nunn-Bush shoe 
on every foot—and your customers will put extra dol- 
lars in your till e You will get more immediate profits 
from the larger sale, and an extra dividend when your 
satisfied Nunn-Bush customer comes back for his next 
pair e Salesmanship is still the greatest force in business! 


Now - Lower Prices - Improved Quality 


At the new lower prices Nunn-Bush shoes offer so much 
extra comfort and style, for so little more, that most 
men will gladly pay the difference—and you can make 
the more profitable sale. 


NUNN - BUSH & WELDON SHOE CO. 
New York ow MILWAUKEE ~<) 


Nunn-Bush 
Ankle-fashioned 
OX FORD §S 


San Francisco 





NOW $72 to $1220 









AT BOOTH 





TANNER'S COUNCIL 
OF AMERICA 
LEATHEREXHIBIT 
HOTEL ASTOR 
OCTOBER 8-9 

























a today’s 





business conditions the assur- 
ance of constant leather 
quality to his established 
trade is of paramount impor- 
tance to shoe manufacturer 


and retailer alike. 


To standardize on Evans 
Leathers is a direct route to 


your customers’ confidence. . 


JOHN R. EVANS & CO. 


Camden, New Jersey 
Cincinnati Rochester 
Philadelphia Boston 
St. Louis Milwaukee 












Sitiainidliindliaie’ ini 
Cvans brand 
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PEERLESS KID COLORS 
| FOR SPRING 1932 
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Color 1QQ Indies Brown 
Color 26 Sea Sand 
Color 9 Swagger Brown 
Color 54, Fawn Brown 


Color 120 Admiralty Blue 


Bronze 
° 


LINING COLORS . . 


Color 10 Gray 
Color 26 Parchment 
Pastel Shades 
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A Three Season Plan 
SHOE MERC 








| : 
HANDISING 


By EDWIN HAHN 


of Wm. Hahn & Co., 


Buying and the profitable selling 
of shoes can be simplified by getting away from the 
old two-season-a-year idea, consisting of a Spring and 
Summer and a Fall and Winter period, and dividing 
the year anew into three logical merchandising seasons. 

Women today divide their purchases of clothes and 
accessories into three major seasons, about equally di- 
vided—first, a Spring; second, a Summer, and third, 
a Fall and Winter season. In our locality women 
start buying their Spring outfits about December 15, 
their Summer costumes April 15, and their Fall and 
Winter purchases about August 15. 

The women’s apparel industries have already 
changed their seasons accordingly. They bring out 
their seasonal merchandise early and follow eacle of 
these three seasons with a clearance sale. 

Even the men’s clothing business follows this plan 
in merchandising. But the shoe business still, more 
or less, adheres to the obsolete two-season plan. 

The dates of the seasonal changes I have men- 
tioned for our locality, of course, are not necessarily 
the same in other sections that have different climatic 
conditions. In localities affected by resorts, such as 
Florida, the seasons may reverse themselves. But 
this three-season buying law is practically universal. 

If this three-season plan is being used successfully 
in other clothing and accessory industries, why not 
change our shoe buying and selling plans accordingly. 

True, we all recognize this three-season tendency in 
our buying. Still I know that in our particular case 
a large portion of our markdowns has resulted from 
disregarding this law. I know that our greatest prof- 
its result, as a rule, from merchandise displayed very 
early in the season. I also know that invariably dur- 
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Washington, D. C. 


ing our July clearance sales we have difficulty in mov- 
ing our merchandise purchased for early Spring, while 
at the same time we could be making a profit on our 
Summer styles. 

I also find that we have only three months in which 
to, sell Fall and Winter materials, such as suedes, at a 
profit, and that it is very difficult to move them after 
January 1, even at sale prices. 

If this is the case, why not have our early Spring 
shoes delivered between December 15 and January 
15 and run a brief clearance sale of Spring styles 
some time between April 15 and May 15? This sale 
to be followed by the opening of our Summer season. - 

With our perishable materials in Spring shoes out 
of the way, we:should thereby be able to sell our 
white shoes up through the month of July at a profit 
and dispose of them about the first of August at sale 
prices. 


Remembering that we only have 
months for our Fall and Winter season, we would . 
buy our shoes accordingly and start our sale during 
the month of December with less mark-down than is 
necessary later. 


Would the splendid constructive work of our 
Styles Committee be made more effective if they 
would meet and make their forecasts three times a 
year to conform to such a plan? 

Would shoe retailers shorten the total duration 
of their sales periods and decrease their total mark- 
downs by the adoption of this three-season plan? 

Would our factories be able to secure earlier or- 
ders and reduce unemployment incident to slack 
periods by the adoption of this three-season plan? 


What do you think? 
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Clever People—the Japs 


One of the things I never knew till now, is that the 
Japanese have a proverb saying; “The reputation of a 
thousand years may be determined by the conduct of 
one hour.” 


You could easily apply that idea to the SHOE busi- 
ness, if you wanted to. The reputation of any manu- 
facturer’s make of SHOES can be determined by the 
impression they make in the mind of one customer. 


Reputation is based on QUALITY and the true 
test of QUALITY is a satisfied customer. Reputation 
grows by the constant addition of satisfied customers. 


Someone has said that “no man is successful until 
his mother-in-law admits it. You could apply that one 
to the SHOE business too. Here’s how— 


No SHOE manufacturer is successful until his satis 
fied customers admit it. And get the happy habit of 
repeating their orders. 

Wish you could take a look at WALTER BOOTH’S 
books. Retailers who buy BOOTH SHOES are such 
regular repeaters the bookkeeper gets to know their 
birthdays. That’s a fact! 

And on the other hand, the retailer’s customers 
ate so impressed with the QUALITY of WALTER 
BOOTH SHOES they make a beaten path back to the 
merchant they bought from. 

That my friends, is Reputation for Quality! 

Something well worth while, don’t you think? 


WALTER BOOTH SHOE Co. 


302 N. Broadway, Milwaukee, Wisconsin 


MANUFACTURERS OF MEN’S DRESS SHOES 


Retailing at $4.00 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 
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that old-fashioned word “cooperation.” 


It would seem just plain, ordinary com- 
mon sense for a resource and an outlet 
to work together in this vale of tears 
as long as each is dependent on the 
other. Up in the retailer’s heaven, 
where there are no clouds, only silver 
linings, there will be no manufacturers 
and no invoices. 

Somewhere about halfway through a 
depression the retailer begins to dis- 
cover just how dependent he is on the 
manufacturer. And on everybody else, 
for that matter. This discovery: is’ 
roundabout,: but painful. The retailer 
discovers that most of his customers 
have to work for a living and that 
many of thém work for manufacturers 
either directly or indirectly. They fig- 
ure cut that if the manufacturer con- 
tinues to sell below cost, if he sells at 
all, then his workers can’t work or 
make money with which to keép‘the re- 
tailer going. All this seems to be as 
simple as the vitamins in tomato juice 
and the retailer finally gets it. But does 
he do anything about it? He calls in 
the ghosts to help him scare the manu- 
facturer into selling below cost. Every 
day is Hallowe’en in a buyer’s market. 


OME day the retailer will discover 

that every time he pays an unfair 
or unsound price for merchandise, he is 
running the charger for the storage 
battery of business backwards. And 
that if he does it long enough there 
isn’t any business. Some day the re- 
tailer may discover that it is better 
business to give his resources a living 
wage than to play tricks with pumpkin 
lanterns. Perhaps that day will be the 
same day on which the resource dis- 
covers that it is better business to give 
his outlets a living wage. 

Part of the fun in the ghost game 
is the suspense—you keep the resource 
waiting in the dark. Then he is better 
at seeing ghosts. You simply hold off 
your orders. If you need goods in Oc- 
tober, you tell the salesman who calls 
in July that you haven’t even thought 
about it, and would he call again?— 
you’re always glad to see him. Along 
about Sept. 30 you send a telegram, 
collect, for one dozen of something in 
twelve assorted sizes and colors for 
delivery by air mail not later than Oct. 
1, especially if you are in California 
and the resource is in New York. If 
you get the chance, however, and the 


man calls on Sept. 15, you call out’ 


the’ ghosts. And since all his dotted 
lines have been blank for weeks, he 
will see any ghost you point out. He 
gives you a warm hand and you give 
him goose-flesh. 

Our economists call it, picturesquely, 
hand-to-mouth buying. If we weren’t 
an economist we'd call it thumb-to-nose 
buying. 





Business, Beware of Ghosts! 


(Continued from page 19) 


Hand-to-mouth buying has been with 
us many years, ten years, in fact, since 
the dark days of 1921; dark days such 
as we have never seen since. Never! 
That, you remember, was the depres- 
sion to end depressions. At first the 
resources didn’t appreciate the beauties 
of hand-to-mouth buying, but they 
finally had to like it whether they liked 
it or not. But our bankers-and econo- 
mists told us that hand-to-mouth buy- 
ing would make the world safe for 
prosperity. It meant that the retailer 
would never be caught with big in- 
ventories and that there would never 
be overproduction; and, above all, it 
was good for turnover. 

According to the modern gospel of 
the new merchandising, anything which 
is good for turnover is good for every- 
thing, and better. The bigger the turn- 
over, the better the merchandising. 
Keep inventories down, keep your stock 
turning and your money- turning and 
you can throw the red-ink bottle away; 
or, better still, give it to the resource 
for Christmas. Blessed is he who can 
sell two items when he has only one 
in stock. 

The apostles of turnover may not ad- 
mit it, but the idea is very much like 
the idea of the prayer-wheels of 
Thibet. You don’t have to work hard 
praying in that mysterious land; your 
little wind wheel just keeps on turn- 
ing, and every time it turns it is say- 
ing a prayer for you which tallies up 
one more for your soul up above. You 
don’t have to worry; let somebody else 
raise the wind. 

Well, now we’re in this squirrel-cage 
of turnover, what do we do with it? 
Where do we go? Shall we keep it 
turning at any cost? Anybody can fig- 
ure out which is the better merchant 
of two who have the same inventory 
and the same mark-up—the man with 
the big volume or the small. But it 
isn’t so easy to figure when the stock is 
too low for the trade and the mark-up 
is too low for a fair profit. 


i is true that except in food, consum- 
ers have a pleasant habit of bunch- 
ing-their buying into seasons, especial- 
ly in the traditional sales months on 
various items. This is true of such es- 
sentials as apparel, shoes, house fur- 
nishings and hardware. But the retail- 
er has developed the pleasanter habit 
not only of smaller orders, but of 
bunching these into a more compact 
season closer to the consumer’s seasons. 

Hand-to-mouth buying is dizzy enough 
in staples, but when it comes to style 
goods, airplane motors are slow motion. 
Style is the perfect alibi. You don’t 
buy because you don’t know ‘how’ the 
styles will go; you’re watching the style 
trend. Suddenly you discover that cus- 
tomers will soon be coming in, and you 
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stampede yourself into buying what 
“everybody is buying” at the last min- 
ute. The result is that your buying is 
usually no more reasoned out or style- 
trended than it would have been if you 
had stampeded yourself, three months 
or even six months earlier. 

In a period of falling. prices, like 
these last two years, this waiting game 
would certainly seem to be the winning 
game. Wait, you say, and prices will 
go down. If everybody says it, they do; 
it’s the good old law of supply and de- 
mand. What demand? The retailer 
says, “Buy now” and acts “Don’t buy 
now.” The trouble is that when every- 
body tries to .outsit everybody else, 
nothing gets done; and nobody really 


-wins. What you do to the manufactur- 


er, your customer does to you. Sooner 
or later, it all comes back to you. Af- 
ter all, this economics is like a barrel- 
hoop: step on it and it hits you on the 
shins. 


HOSE merchants are particularly 
clever who can make the resource 


wait until the merchandise can be la-' 


belled “distress” and can be picked up 
at a fraction of its production cost. Just 
what is there about this which entitles 
a merchant te put his thumbs in his 
vest arm-holes? Is our present trouble 
overproduction or underconsumption or 
something worse, which comes from 
wrong distribution? 

No, our present trouble is not over- 
production or underconsumption. It’s 
just that here was Miss America guz- 
zling at the soda-fountain of prosperity 
and suddenly she discovers that she has 
swallowed the straws. 

Leaving this heartrending scene, we 
find ourselves out on the ends of sev- 
eral limbs of several questions at the 
same time. There’s the question of ghost 
competition, of hand-to-mouth buying, 
of seasonal buying, of waiting for style 
trends and of waiting for lower prices. 
No, they’re all the same question. If 
there’s anything we have heard in the 
last five years more than the old one 
about prosperity turning the corner, it’s 
that one about the high cost of selling. 
We have been -told that our big pain 
is our distribution system, and that we 
can never be economically efficient until 
our distribution system is as good as 
our production system. 

But how much of the high cost of 
selling comes from the low intelligence 
of buying? 

And whose distribution system is it, 
anyway? Why do we keep on talking 
about the inefficiency and waste of our 
distribution system as if the system 
were something invented and operated 
only by the producers. No distribution 
system can be any better than its ulti- 
mate distributors. The retailers have 

[TURN TO PAGE 76, PLEASE] 
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RETAILERS 


who have pur 
chased from us 
these, or varia- 
tions of these 
models 


B. ALTMAN & CO., 
New York City. 
DELMAN, INC., 
New York City 
JAY-THORPE, INC., 
New York City. 
LORD & TAYLOR, 
New York City. 
PEDEMODE SHOE SALON 
New York City. 
SAKS-FIFTH AVENUE. 
New York City. 

L. BAMBERGER & CO.. 
Newark, N. J. 

THE BLUM STO 
Philadelphia, Pa. 

WM. J. BROWN, INC., 





SPORT SHOP, 
Spokane, Wash. 
DOLLAHITE-LEVY CO.. 
eee oa 
DOLM NC., 
Minneapolis, Minn. 
FAMOUS-BARR CO., 
St. Louis, Mo. 
FRENCH SLIPPER 

SHOPPE. 

Los Angeles. Calif. 
JULIUS GARFINCKEL 


& CO., 
Washington, D. C. 
Go 
Scranton, I'a. 


L. P. HOLLANDER co., 
Raston Maas. 

JOSEPH HORNE CO.., 
Pittsburgh, Pa. 


RHONDA—U. S. Patent 
No. 84742, July 28. 1931 


















HUGGINS, 

Pasadena, Calif. 
HUGGINS, 

Santa Tey Cal. 

LA SALLE KOCH CO., 
Toledo, O. 
MANNING-ARMSTRONG, 
Hartford, Conn. 
McBRYDE-GERVIS, 
Milgrim’s, Detroit 
wrong = eg 

Dallas, Texa 

O’CONNOR & GOLDBERG. 
Chicago, Ill. 

HERMAN REEL, 
Milwaukee, Wis. 


ALFRED J. RUBY, INC., 
Chicago, Ill., Detroit, Mich. 
AVENUE, 
Pittsburgh, 
Pa. ., At- 
lantic City, N. J., West 
End, N. J., Southampton, 
L. L.. Miami Beach, a., 
Palm Beach, Fla. 
SOMMER & KAUFMAN, 
San Francisco, Calif. 
TAIT’S. INC., 
Reno, Nevada. 
TURRELL SHOE CO., 
Seattle, Wash. 
VOLK BROS. CO., 
Dallas, Texas. 
I. J. WEISS, 
Greenwich. Conn. 
FRANK os 
San Francisco, Cal. 
WOLOCK & BAUER, 
Chicago, Tl. 
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OAKLEY—U. S. Patent 
No. 84741, July 28, 193) 


Notice to Retailers 
and Manufacturers 


The U. s. ‘Patent Office granted on 
July 28, 1931, to Mr. Frank Grossman, 
Patents No. 84741 and No. 84742 
which cover the two shoes illustrated 


and similar 


models. As 


a matter of 


protecting our rights and the best in- 
terest of the many reputable retailers 
who have invested money in these 
shoes, we take this means of informing 
the trade of our intention to prosecute, 
now and in the future, any manufac- 


turer or retailer who infringes on any 
of our patents, as well as anyone who 
instigates the sale of models so similar 
as to deceive the public. 


The ideal sports shoes for Fall 
with leather or rubber heels. 
Write for further details. 


res. 


GIR © 


DHA 


an 


SS MM 


N 


“C' gaeenm SHOES ie + 

FOR COMFORT 

WHOLESALE SAMPLE ROOMS—537 FIFTH AVE., NEW YORK 
FACTORY—372 DE KALB AVE., BROOKLYN 
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INSTANT SERVICE 


In Every Important Shoe Center 


As we are represented in every shoe 
center by our selling agent, the United 
Shoe Machinery Corporation, imme- 
diate service is now available to our 
ever-growing list of customers. Regular 
or emergency calls will be handled 
more quickly than heretofore. 


Control of all manufacturing details by 
us assures maintenance of high quality 
standards. We supply you the lace for 
every grade and type of shoe. 


THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
seratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which. has 
been impregnated with our 
own exclusive solution to give 
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Dvervin FERVILLE MILLS 


"siiten-0 OF 
SPINNING ROOM 














Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 


it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 


JOSCO FABRIC TIP. last the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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MUST 
REFUSE 


* . 


HEN it becomes a question of cheapening 
the established quality standards of ESSEX 
LEATHERS to secure business, we must refuse. 





As the only tanning firm concentrating entirely on 
the production of fancy grain calfskin we have set 
up standards of excellence for ESSEX LEATHERS 
which reflects the advantages which our strict spe- 
cialization affords their users. 


The class of manufacturing firms which we are 
steadily selling are in agreement with us that rigidly 
maintained character and quality are the most pow- 
erful holders of customer confidence and good will. 


This is no mere theorizing— it is proved by the stead- 
ily busy condition you will find at our tanneries. 


Conte” . FOR ORIGINALITY OF DESIGN 
Cote” «FOR CONFIDENCE HOLDING QUALITY 


Cote” «LINE UP” WITH ESSEX FOR SPRING 


Several new and wholly original designs are now 
ready for your sampling order. 


* 


ESSEX TANNING CO.,INC. 


PEABODY, MASS. 








Sales Representatives 


Pag re Wilkins R. G. Caverly R. D. Smith & Co., Ine. 
1602 Locust Street 325 Arch Street 
79 South 8t. 
St. Louis, Mo. ‘ 5 
8, 0. Boston, Mass. Philadelphia, Pa. 

J. B. Goldbach & Co. E. H. Griffith Co. 

316 Caswell Block 811 Sycamore St. 

Milwaukee, Wis. Cincinnati, Ohio 
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AMERICAN HIDE ano LEATHER COMPANY 


ci 
AMERICAN HIDE ano LEATHER COMPANY. inc. AMERICAN HIDE ano LEATHER COMPANY, 1p. 
New YORK .N.Y. NORTHAMPTON ano LEICESTER , ENGLAND 


AMERICAN HIDE ano LEATHER COMPANY, S.A. 
Panis. France 


CALF ano SIDE Upper LEATHER TANNER! ES DOLLIVER ano BRO., SAN FRANCISCO 
Lowett Battston-S AGENTS For THE PACIFIC COAST ano ORIENT ° 


Chere 1s no substitute for Fancy Willow Call 
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JER 83TH AND orm TOR 
gHPgcTspRING LEATHER. 
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SPRING COLORS 
FANCY WILLOW CALF 


500 Mooresque 

501 Mode Beige 

503 Admiralty Blue 
506 Leaf Brown 
507 Paddock Green 
513 Swagger Brown 
516 Sea Sand 

518 Chocolate. Brown 
524 














Indies Brown 











Extremely dark brown hosiery 
shades are coming into vogue for 
fall and winter. Acceptance by 
women of these deeper tones for 
the current season is bound to 
have an effect on spring hosiery 
colors which are likely to carry a 
greater depth of color than has 
been the rule for several spring 
and summer seasons. 


Stylewise, the biggest development 
in the hosiery field is the growing tendency toward 
more real color in stockings. The present fall and 
winter season has seen the acceptance, on the part of 
women, of deep dark brown shades such as Smoke- 
tone, Negrita and Tahiti on the official color card. 
These are tones that are decidedly away from the 
flesh or nude tints that have prevailed for several 
years. It may be that we are moving into a new era 
in hosiery colors—an era in which actual color is to 
play an increasingly important part. 

Without going into the argument of cause and ef- 
fect, it is a fact that nude tones in hosiery came into 


popularity with the short skirt. Now that skirt hems 


The two-tone effect in this new design mesh 

stocking is obtained by twisting two strands of 

different colored ingrain silk yarns together. The 

colors and the mesh pattern are designed particu- 

larly for dressy afternoon and evening wear. From 
Clarke W. Tobin, Inc. 








Stepping Along 


are lower, hosiery deepens and strengthens in tone. 
With this general tendency in mind, together with the 
fact that stronger and more vibrant tones are expected 
to be found in costumes, millinery and shoes next 
spring, more colorful hosiery is certain to be found 
in the fashion picture. Those who have been giving 
consideration to spring, 1932, hosiery colors are think- 
ing along the lines of shades with a yellowish cast to 
harmonize with the stronger costume colors for the 
new season. 


Aside from color, the main style 
developments in women’s hosiery are along the lines 
of adjustable or variable lengths. In this connection, 
a new patent has been issued to Roy E. Tilles of the 
Gotham Silk Hosiery Company which may complicate 
the already complicated situation still further. A 
dozen or more new stockings have been placed on the 
market with the variable hem feature and many of 
them have the welt made of a single thickness of knit- 
ted material. 

The variable length stockings have made a strong 
appeal to consumers, are growing steadily in favor 
and may be said to have passed from the novelty to 
the staple class. The development has followed rather 
closely the trend of the narrow French heel and the 
high twist yarn. In other words, the experience of the 
two features named, forecasts a general adoption of 
some kind of a variable length arrangement on all 
staple stockings. 


The price situation has stabilized 
materially in the last month. Despite a readjustment 
of rates downward in some of the mills employing 
union labor, there has been no further general price 


' cutting. Wage readjustments were anticipated in the 


new price lists issued in August. A few mills who 
did not adjust prices in August fell into line in Sep- 
tember. Current prices may be expected to hold until 
the first of the year, at least. In fact, the largest pro- 
ducer of full fashioned hose has guaranteed present 
prices until January 15. Of course there will be price 
shading on distress merchandise, which still exerts an 
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in New Hosiery 


influence on the market, although that influence is 
waning, and large buyers will still be able to obtain 
special price concessions. For regular merchandise, 
purchased in the regular manner, however, current 
prices appear to be as low as may be expected for 
several months, giving the retail merchant an oppor- 
tunity to anticipate his requirements a bit further 
ahead than has been practical for the last two years. 


The status of wool and wool 
mixed hose for the Fall and Winter season is decided- 
ly important. With women more disposed to go out- 
side of the realm of silk for stockings last Summer— 
witness the large business done in lisle hosiery—a 
bright season for wool and wool mixed hosiery is fore- 
cast for the current Fall and Winter months. Certain 
it is that with the rough woolens so prominent in the 
fashion picture, hosiery that gives a rough appear- 
ance—a fabricy look, will be in harmony. Mixtures 
of wool and silk in both plain woven and mesh ho- 
siery are destined to be much in demand among those 
who demand high style. The tone hosiery in such 
combinations fits well into the current fashion theme, 
and advance orders indicate’ that a good business is in 
the offing. 


A through the hosiery market 


novelties are demanding and getting greater attention. 
Lace tops and even lace decorations on the ankles vie 
with new patterns in all over lace or mesh hosiery. 
These are high style novelties, of course, although lace 
designs in welts have become rather staple. They add 
considerably to consumer interest when shown in win- 
dow displays or inside the store and attract more at- 
tention to the hosiery department. It is not advisable 
to stock heavily on them, but alert merchants will have 
sufficient on hand to meet the demand and to use for 
display purposes. 

In some quarters considerable discussion has taken 
place concerning the immediate trend of weights in 
silk hosiery. There is no doubt about women’s want- 
ing more serviceable stockings, and this has been re- 
flected in an augmented demand for service weights. 
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August price adjustments in the 
primary market seem to have 
stabilized values. The largest pro- 
ducer of full-fashioned hosiery 
has guaranteed prices until Janu- 
ary 15. Others have declared their 
intention of making no price re- 
visions before January | at the 
earliest. Forward commitments 
now appear to be safe. 


But, according to the majority of reports, fine gages 
are still the choice of the majority of women. In other 
words, the wane of economy has not revived a de- 
mand for coarse gage hosiery, which can be produced 
at lower cost than fine gages, but it has stimulated 
the demand for heavier yarns. [ive to seven thread 
hose are selling well in the rural sections and smaller 
towns, particularly in industrial sections where the 
pinch of the depression has been felt most keenly. 

In advertising such hosiery progressive merchants 
have been quick to stress its wearing quality. Even 
in New York one of the leading stores is now mer- 
chandising its hosiery on the principle that a semi- 
service weight hose is the proper thing for every day 
wear. 


A decidedly new idea in a winter sports stocking, 
a combination of worsted and ingrain silk, in a 
two-toned mesh hose. The marled effect plus 
the fine mesh give the stocking a decidedly nubby 
fabric look which harmonizes well with the new 
woolens. From Clarke W. Tobin, Inc. 














































The Heavy Duty Work Shoe 


Here Is an Outstanding Value 


An Ideal Fall and Winter Shoe for Garage or Service Station Man, 
Farmer, Millworker, Miner, or Railroader. 


Equipped With “Essex Wearite No-Mar’’ Soles. 






¥ sti WE CARRY THEM 
eerie > OY | IN STOCK 
Juno DT... FOR IMMEDIATE 

; SHIPMENT 


of e 
oot e%e 


“ 
‘ —— 


MEN’S HEAVY FULL GRAIN BLACK ELK WORK SHOE, GOODYEAR WELT, 
14 IRON “ESSEX NO-MAR” OUTER SOLE, STORMWELT, SIZES 6 TO 12. 


POWELL & CAMPBELL 


122 and 124 DUANE STREET NEW YORK CITY 
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INDIES BROWN 


a true 











REGISTERED 


— y, vA Ge aX, J = 
(Br CC AZE l 
Color 10 Color 20 
(Swagger Brown) (A Men’s Brown) 
AT BOOTH 
35 
TANNERS COUNCIL 
OF AMERICA 


LEATHER EXHIBIT 
HOTEL ASTOR 
OCTOBER 38-9 


ALLIED KID 
COMPANY 


QUAKER CITY DIVISION 
519 W.HLUNTINGDON STREET 
PHILADELPHIA 
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THE THEME OF 


SPRING 


JL 


Paris and the smart continental places 
have already waved the color signal for the 
coming spring and summer, emphasizing 
the fact that sombre dress has had its day— 
a fact that America will still more positively 
confirm next season. 


The first showing of Vode Kid Colors for 
Spring 1932 will impressively and delight- 
fully present a picture of sales opportunity 
in its broad range of variety and vivid beauty. 





Ad 


TANNER'S COUNCIL 


LEATHER EXHIBIT 
HOTEL ASTOR 
OCTOBER 8-9 








AT BOOTH 


34 


OF AMERICA 
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Color 57 


Color 128 
INDIES BROWN 


Color 124 
BISCUIT 





UV ANANANAN 


Color 65 


Color 314 
BABY BLUE 


ALLIED KID 
COMPANY 


STANDARD KID DIVISION 
209 SOUTH ST, BOSTON 


VYODE KID 


> nO} HO) So Ol. 


STRAW BEIGE 


Color 45 . : 


TALISMAN RED 


KELLY GREEN 


PASTEL © 


SISISSIISS SS 
















SPRING 1932 x 


Color 217 
FAWN 
~ Color 175 
aE ND. Color 36 
ADMIRALTY BLUE 
Color 171 ie 
SKY GRAY 
Color 160 
' PADDOCK GREEN 
Color 104 
SUNRUST 


COLORS 
Color 304 
TROPIC YELLOW 





Wil 


Color 239 
SAPPHIRE BLUE 






SHADES 


Color 342 
Color 363 CANDY PINK 
LIME DROP beet foe in 


hely 


SUEDE KID 
Baby Pink 
Baby Blue 
Baby Green 


ALSO . VODE 
Red Pink 
Blue Beige 
Green Yellow 
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Mc NEELY 
COLORS 


Reliance on McNEELY COLORS is always repaid by 
fashion authentic shades and established value. 


COLOR 32 — MALAY 


h, dark, Beige, an o 
tion tor Spris 1932. to contrast with pastcl 
| 


COLOR 25 — INDIES BROWN 


< i | i iL. 
| ! 
Patou Orel elaaaae| tl Or If much 


1 >] ] } ] 
the same way as Black has been us the past. A volume pro- 


4, \ 
/ and bright colors. \\ 
Y/| COLOR 33—PARISIAN BROWN WN 
/ i 
| 


COLOR 88— ADMIRALTY BLUE 
without purple or green a true Navy. 
COLOR 99— CAROUB BROWN 
an ahi” COJOL Spc ally POOd COM- 
FOR MEN 

Color 28 


Saddic Brown 


AT BOOTH 
35 


McNEELY DIVISION Vf —Ss®~s OLEATHER EXHIBIT 
HOTEL ASTOR 


519 W. HUNTINGDON STREET OCTOBER 8.9 
PHILADELPHIA 
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Wren a Gruiliibiiaing spends 
$16,000 a page to advertise in 
THE AMERICAN WEEKLY 
he is telling 5,500,000 families, 









located in every corner of the 






a 


country, to buy his products at 






the nearest store. Many of these 







families are your customers. 









THE MERICAN 


Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Patmotive Bupc., Cuicaco . . . 5 Winturop Square, Boston .. . ye Bonnie Braz, Los Anc . . 222 Monapnock Bipo., San Francisco 
11-250 Generat Motors Bupc., Detroit . . . 1138 Hanna Bipc., CLEVELAND .. . sie ETTA ra », ATL ‘ ERNATION. he 
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NACRE (Shell) No. 25 
800 


SEA SAND 
PATOU BEIGE 960 
TOPO 95 
RUMBA BROWN 65 
CREOLE 3N 
SUANEE 172 
ADMIRALTY 1300 
SERGE BLUE 1310 
PLATINE 117 
DRAGON VERT 1141 





THESE LEATHERS ON DISPLAY AT BOOTH 14, HOTEL ASTOR, NEW 
YORK, OCTOBER 8TH AND 9TH—OFFICIAL OPENING OF SPRING 
LEATHERS, UNDER AUSPICES OF TANNERS’ COUNCIL OF AMERICA. 


ale he CQ. Gre 


de New Crstle 


Cohennjelen by request to A! ee 1702-100 Gold ASreet, New ook 
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. Cision - Gourage ~Work 


These are the three essentials of all achievement: Vision and 
Courage and Work. Vision comes first. Every worth-while 
endeavor must have an objective. There is the far-off goal 
made nearer day by day, because it is the inspiration of all that 
we do. Then, courage. The cosmic stuff of which all truemen 
aremade. First, the objective, then the moral and mental fibre 
to win it. Afterward, comes work. Work with joy in it, by 
reason of the purpose which inspires it. Work tinctured with 
victory atevery step, because of courage, which is but another 
name for faith. There is not a great business in America, that 
cannot look back, at a stage in its history, to the vision and 
courage of some man or men, whose life-force upon that 
business was creative. They lifted that, which mightbe termed 
ordinary, or the commonplace, into larger and more diver- 
sified relationships with human life. We stand upon their 
shoulders and carry-on This involves the production 
of machines and their constant mechanical service, which 
make possible the on-going of a great Industry. To this end, 
there must be vision to anticipate every need, courage 
to supply it, and work, to make it of supreme use 
and profit to every customer we setve. 
United Shoe Machinery Corporation 
Boston, Massachusetts 


uktep 
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FASHION 
NECESSITY 


Just as everywoman 
must have one of 
the saucy new tip 
tilted EUGENIE 
hats for fall—so 
must she choose a 
correct comple- 


ment in her foot- | IN [| RY 


gear. é FINISH 


The subdued lustre ol OS Oe De 
of Satin Finish Kid 
perfectly meets this 
latest prescription 
of Fashion. 





DISPLAYED AT 
BOOTH 22 


Tanners’ Council 
of America 
Leather Exhibit 
Hotel Astor 
October 8-9 
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HOTEL ASTOR, OCTOBER 8 AND 9 
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SHOE MANUFACTURERS and SHOE RETAILERS 


are urged to attend the 


Official Opening of American Leathers 


for Spring and Summer — 1932 
Hotel Astor — New York — October 8-9, 1931. 
(Thursday—10 A.M. to 10:30 P.M. Friday—10 A.M. to 8 P.M.) 


Held in conjunction with the 
Joint Styles Conference of the Shoe and Leather Industries. 














’ ——— 
HIGH STYLE e/a! 


FICIAL OPENING MEM HERS 


SUN SHADES 
ers 
HI-LI RED NEW 


CABANA GREEN I COLORS 


ORANGE GLOW 
fe 
ADMIRALTY. BLUE NEW 


a STYLES 


PADDOCK GREEN 
’ 





NEW 
IDEAS 





















































ial that all alert merchants be 
fully conversant with the new trends affecting their business. 


Practically every important American tanner of upper leather will dis- 
play his new lines at this Official Opening. 


Every keen shoe manufacturer should arrange for the attendance of his 
style creator as well as his leather buyer. 


Every enterprising shoe retailer should be present with those of his staff 
concerned with the buying of footwear. 


Do not fail to reap the benefits that accrue from this orderly, dignified 
business exhibition devoid of all extraneous factors. 


You have our assurance that it will be time well spent. 


TANNERS’ COUNCIL OF AMERICA 
Exhibit Committee 


J. J. Lyons J. T. McCauley J. W. Griess G. H. Mealley _F. H. Miller 
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UNDIMINISHED POPULAR 
L QUALITY \ [PRICES \ 
\ V 
Vv Vv a 
vv vv 
VW VW | 
, A QUALITY ANSWER TOTHE | 
.  Popurar Price DeMAND- 
VY In no other leather can you obtain such fine evenly running VY 
VW grain at such economical figures as in LUNAR BRAZILS. \l y, 
\ y, Strengthen the loyalty of your customers by giving them LUNAR BRAZILS \l y, 
WV ECONOMY WV 
\l y ? without Vy 
VY SACRIFICE OF WV 
v QUALITY v 
“s COMPLETE LINES FOR SPRING 1932. es 
THE NEW APPROVED SPRING COLORS 

WV WHITES V 







and our 
FAMOUS BLACK SATIN LUNARS 











DISPLAYED AT 














4 Yep, Ss % Tanners Council of America G < ig 
LEATHER EXHIBIT a» 
Sat % Hotel Astor - vey 
S October 8 and 9 





4 > Ra 
Opa gen ol 


The Wilkinson Leather Co. Ltd. 
The Riding 
Northampton, England 
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Che Ling portance of of 
éLyatterns in Spring 


MADAME HAMILTON edie FasHion EDITOR OF 
Boot AND SHOE RECORDER, SAys— 


“For the Spring of 1932 successful shoe buyers will 
select their shoe stocks with pattern as a major con- 
sideration. 


“Keen merchandisers appreciate pattern correctness 
because of the increasing style consciousness of the 
every-day customer. 


“Merchants who are behind in pattern fashion next 
spring will find that customers will not buy and shoe 
stocks will remain on their shelves. I consider pattern de- 
sign and the timing of pattern releases of supreme im- 
portance to retailers, wholesalers and manufacturers.” 


re- hlUCrOrmlhUCCOrCOmCOCCUCOT—h(—CM 


During the Shoe Style Conference, Oct. 8 and 9, the repre- 
sentatives of Conaway-Winter will gladly discuss your fashion 
problems in their suite at the Hotel Astor. 


BROOKLYN ....ST. LOUIS.... MILWAUKEE 
BOSTON .... CINCINNATI 


Conawau Winter Studios 


4 4A 


SHOE FASHION SERVICE 





Buying 






















































































Prominent 


Shoe Men Will Gather 
OCTOBER 9-10 


Official Opening of American Leathers 
for Spring 


* 


Annual Convention of 
The National Association of Shoe Wholesalers 


* 


Located 45 seconds from Times Square and 
only one block from Exhibit headquarters, 
this modern 700 room hotel, equipped with 
private bath (tub and shower) and circulat- 


ing ice water, extends a cordial invitation to 
make this YOUR HEADQUARTERS. 


Single $3—$3.50—$4 
Double $4—$5.00—$6 


* 


SUITES and 
SAMPLE ROOMS 
AVAILABLE 


Charles L. Ornstein 


West of Broadway 
LETTE 


Home of the Paramount Grill 
TITTTILILLLLL LLL 
























































GIT DAL, 
you full ,valuc 


116 SAMPLE ROOMS 
for the Shoe Trade 


Note These Ten Features: 


1. All sample rooms especially designed 
and built for proper display. 


. Special lighting. 

. New type fan hangars. 

. Multiple power outlets. 

. In-a-door beds. 

. Attached dressing rooms. 
. All sizes up to 400 sq. ft. 


. Radio, tub, shower, full length mirrors, 
servidor with every sample room. 


. On two separate floors. 


. Rates from $5.00. 


HOTEL NEW YORKER 


NEW YORK’S MOST POPULAR HOTEL, RALPH HITZ, MANAGING DIRECTOR 
384TH STREET AT EIGHTH AVENUE, NEW YORK CITY 
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Ca n you 


the same shoe in ALL SIZES? 


You can offer your customers better-fitting shoes that retain 
the character, lines, and contour of the sample 4B last, in 
all sizes by using Coordinated Lasts and Patterns . . 


smaller and larg 


ordinary lasts, often vary in general effect and appearance 


When you insist 


have the guara 


against hand work . . 
machine grading. All other grading is hand grading and 


therefore subject to inaccuracies. 


COORDINATED LASTS and PATTERNS 


from the 4B model. 


siler hin 






. The 


er sizes of any given style, when made on 









upon Codrdinated Lasts and Patterns you 
ntee of machine precision throughout as 
. Ours is the original and only 




















UNITED LAST COMPANY + BOSTON ~+ MASS. 
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1931 57 


YOU ARE INVITED TO VISIT 


TANNERS EXHIBIT 
HOTEL ASTOR 


api 


~and inspect the new 
Spring Lines of 


Lawrence Leathers 

















TTT TTT 
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A.C.LAWRENCE LEATHER CO 





HOE MEN’S HEADQUARTERS 


here is a hotel, conveniently located to the 
important shoe and leather center. Theatres, 
shops, transportation, all near by. 


HOTEL 


FORREST 


49th ST. WEST OF B’WAY, N. Y. 


Large rooms with bath, shower, circulating 
ice water and Radio. 


Single from $2.50 Double from $3.50 


JAMES A. FLOOD, Manager 





Modernistic Price Ticket 


any assortment desired 


Your Choice 

of Two Color 

Combinations 
Purple with Gold 
Edge Trim on 
White with Black 
Figures 

or 


Red with Black Edge 
on White with Black 
Figures. 







1 dozen...... $0.35 
6 dozen...... 1.50 
12 dozen...... 2.50 


(Check with Order, Please) 
Merchants’ Service Dept. 


Boot and Shoe Recorder 
209 So. State Street 


CHICAGO, ILL. 























| 
Uy Mi, Z 
\) | i | ii i N < 
a7 er I Sa 


ae nn 





ve 






at... 


TO HOTEL LINCOLN 
DURING THESE 3 | 
IMPORTANT EXHIBITS 
OCTOBER 9-10 


Official Opening of American Leathers 
for Spring 





Annual Convention of the National Association 
of Shoe Wholesalers 


NOVEMBER 16-21 


National Seasonal Opening Style Shoe and Shoe 
Display of the National Boot and Shoe 
Manufacturers Association 





This new, luxurious 1400 room hotel, invites you 
to make your visit a most pleasant one. 


A few minutes walk to exhibit headquarters. 
Adjacent to all theatres, shops and business dis- 
tricts. 


Each LINCOLN room contains a private bath 
(tub and shower) a servidor AND A RADIO. 


THESE MODERATE RATES PREVAIL 


Single $3.00 $3.50 $4.00 
Double $4.00 $5.00 $6.00 


SUITES AVAILABLE 


--- New Hotel... 
LINCOLN 


New York 
ROY MOULTON, Manager 
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| SAt Stupreme Achievement 
You are cordially invited to inspect at the 


Tanners Council Exhibit of American Leathers, 
Hotel Astor, Booth 7, October 8-9, 


TWO NEW OHIO LEATHERS 


Suva Dersian 
eeRts 


These prints, created and produced exclusively by 









OHIO, give a new interpretation to refinement 
and beauty of style in leather. They supply the 
designers of smart footwear for spring with some- 
thing decidedly new . . . in fourteen sparkling 
fast colors that harmonize with the fashionable 


mode in feminine apparel. 





Ideal for all over, or trimming in 
shoes; special designs for handbags. 


Vashette Calf 


Has a washable finish. A bit of soap and water will 
cleanse it. It is of light weight, mellow, smooth and 
sleek with a beautiful gloss. 





















Ideal for nurse's footwear in white. Also comes in 
fashionable colors for men’s and women’s sport and 


dress footwear. There's no other leather like it. 





itis 2 ast ERA IE, Las AEE AE 


Swatches on request; also our booklet “The Story of Leather.” 


[A OHIO ILEATHER ICO= 


GIRARD OHIO 
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What is needed to 


fit 





»»» qa foot like this? 











1 A heel 


T worn off 


like this, indicates arch 
weakness. 


2 . 
"a 
9K 


a 


Shank 
broken 


down 


like this, is due to unusual 
pressure brought about by 
a flat foot condition. 


Stitching 
pulling out 
like this, indicates a weak 
foot condition. 


A Bad Breaks 
YE) inu p pers 
like this,is caused by exces- 
sive perspiration, resulting 
from arch weakness. 
3 Uneven 
wear on sole 


like this, indicates weak- 
ened metatarsal arch. 


6 Pain in the 
| x s foot 
x 


is due to stretching of lig- 
aments and muscles caused 
by arch weakening. 








OU have a lot of what you regard as 

“good-fitting” shoes. They are made 
over lasts that conform well to the 
shape of the normal foot, but this foot 
is mot normal. In fact, most feet are 
not. Practically all feet are susceptible 
to some of the many forms of arch 
weakness. 

For a weak foot a shoe made for a 
normal foot is not enough. And build- 
ing in it a steel shank of arbitrary 
height isn’t likely to make it suffice. 


There Is No Such Thing as a 
Corrective Shoe 


Yet the folks with weak feet go to the 
shoeman for relief. Any of these cus- 
tomers will tell you that the store 
where they bought their last pair of 
shoes was responsible for their pres- 
ent foot aches and pains. 

So it’s clear that to hold the trade 
you must take the necessary steps 
toward the correction of these widely 





varying arch con- 
ditions which 
require correctly 
designed arch sup- 
ports, the accurate 
fitting and grad- 
ual raising of the 
supports until 
the arches are re- 
stored to normal. 
Such a support 
must be adjust- 
able. 


Your salesfolk can readily learn Dr.Scholl’s 
simplified method of recomforting and cor- 
recting weak feet—bholding difficult custom- 
ers and winning new ones by the score. 


WRITE TODAY for new illustrated catalog 
of DR. SCHOLL'S FOOT APPLIANCES AND 


Dr. Scholl’s Arch Fit- 
ter makes it a quick and 
easy matter to adjust the 
right support to give 
just the right elevation 
where needed. 











THE SCHOLL MEFG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. SCHILLER ST., CHICAGO 
62 W. 14th St., New York 112 Adelaide St., E., Toronto 


Dr Scholl's 


Corrective Foot Appliances 
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NATIONAL NEWS 


SATURDAY, OCTOBER 3, 1931 


EVERY WEEK 


SS 


q HOW’S BUSINESS? > 


Sales Pick Up 


MILWAUKEE—With the coming of 
cooler and rainy weather, lasting for 
three or four days, the retail sales of 
shoes and rubber goods has shown a 
decided pick up here. Added to this 
several of the larger stores are adver- 
tising heavily, the opening of the new 
Nisley store on Milwaukee’s main 
street being heralded by full pages in 
the newspaper. Among others adver- 
tising are Brower’s, W. L. Douglas, 
Wise, etc. Trade in this section has 
been at a good level for some time, 
factories adding to their payrolls and 
municipal work going right ahead. 
There is a general feeling that the 
worst is over and even if wages have 
been reduced in some industries work- 
men are putting in longer hours. The 
fall season is expected to show a sub- 
stantial increase over sales of last year. 


September Up to Average 


KAnsas City, Mo.—In spite of the 
fact that eleven days out of the first 
half of September brought tempera- 
tures above 90 deg., which is -higher 
than normal for this season, part of the 
business was up to average for the 
month at the I. Miller shop, according 
to Arthur Glucksman, manager. 

Weather is all that is retarding the 
buying of Fall merchandise, Mr. Glucks- 
man said. Some days showed a good 
average and others were quiet. Most 
of the buying was done before 2 o’clock 
in the afternoon. The total business 
for August was a little better than for 
the same month in 1930 in this shop. 
In the latter part of that month girls 
who were going away to college made 
their purchases and nearly every one 
of these customers selected at least 
two pairs of shoes. One pair was spec- 
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tator sports and the other dress shoes, 
and for the latter suede was the over- 
whelming choice. Some very nice com- 
binations of shoes and bags were chosen 
by these young women. 


Estimate Shows August Production Up 


NEw YoRK—The New York Hide Ex- 
change reports that according to a 
preliminary estimate by the Trade Sur- 
vey Bureau of the Tanners’ Council, the 
production of shoes continued to in- 


SHOP TALK 
by 
H. F. B. 


A lot of brain work 

Ts being wasted 

On general plans 

To cure depression. 
We met six shoemen 
The other day 

And for two hours 
The discussion raged 
On bringing back beer, 
Building roads, and all 
Such things. 

But there wasn’t a word 
About how to sell 

A lot more shoes. 

And we got thinking 
That maybe if 
Everybody got thinking 
About doing his job 
Better than he has been 
And letting the Government 
Worry about beer 

And roads, etc., 

That maybe business 
Would pick up. 

Too many of us 

Like to talk 

In generalities 

Instead of buckling 
Down to work 

And doing well 

The things we know. 
No one man 

Nor no one thing 
Will lift this slump. 
The best way out 

Is for each of us 

To cut out the gab 
And get to work. 
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crease during August. The output for 
that month approximated 31,250,000 
pairs compared with 28,414,000 pairs in 
July and 28,429,000 pairs in August, 
1930. 

The output of shoes for the first 
eight months of 1931 is estimated at 
219,067,000 pairs against 211,025,000 
pairs or 3.8 per cent more than during 
the corresponding period in 1930. 


Slump Follows Buffalo Day Sale 


BuFFALo, N. Y.—Weldon D. Smith, 
vice-president and general manager of 
Adam, Meldrum & Anderson Co. and 
president of the Buffalo Retail Mer- 
chants’ Association, who was chairman 
of the retailers’ committee which spon- 
sored Buffalo Day, a city-wide cooper- 
ative merchandising event, says the ex- 
ecutive committee hopes to repeat the 
sale at some future date. 

The unused balance of the $5,000 ad- 
vertising fund raised for Buffalo Day 
after all expenses are paid will be kept 
in the treasury, it was stated by Mr. 
Smith, in expectation of planning an- 
other somewhat similar promotion. 
Considerable opposition to a repetition 
of Buffalo Day has developed on the 
part of some of the large downtown 
department stores who claim that a 
marked slump in sales immediately 
following the event can only be attrib- 
uted to the sale. These retailers base 
their opposition upon the bargain day 
appeal believing that if a similar co- 
operative event ever is staged it should 
be on a style, quality and prestige basis 
and made a fashion event rather than 
a carnival of bargains. 


Production Increased 


Pontiac, ILL.—J. E. Legg, president 
of the Pontiac Shoe Company, .reports 
a heavy production on suedes, espe- 
cially in the brown and amber shades. 
Production at the plant now exceeds 
that of last year at this time. 
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NETTLETON 


Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















Richards & Brenhan Tc., Randolph, Mass. 





AST WEYMOUTH,MASS. U.S.A 








In Stockh Service 
F, M. HOYT SHOE CORP. - 


oomes 16. Manchester, NH. — 








“A MAN’S DECISION” WELp 
vi ay 


Men’s 
Fine 
Shoes 
Old 
Colony 
Shee Co. 
— 
Mass. 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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AN ARGUMENT CONTINUES 














HOES producetl by the cementing process differ from 
S other shoes in that the sole is attached by means of a 
strong cement that is also flexible and waterproof. ‘The 
cement is applied in a narrow ba: ly one-half 


A STATEMENT by the DU PONT COMPANY in BEHALF of SHOR MANUFACTURERS and RETAILERS 


The TRUTH 
about CEMENTED SOLES 


Facts relating to a basic 
change in fine footwear making 


joined with du Pont cement, which retains its strength and 
adhesive qualities even when used constantly in the moisture- 
laden atmosphere of laundries and dyeing establishments. In 
how to obtain the strength and flexing qualities 





inch wide, on the upper rim of ihe sole. It merely replaces 
the stitches by which soles are attached to shocs when sewn. 
by hand or by machine. 

Despite the fact that more facilities were available than 


required of the cement in this service, du Pont chemists gained 
experience of great value in perfecting shoe cement—a very 
similar product, because it too must be flexible, waterproof, 
and permanently adhesive. Du Pont shoe cement is not an 
i it is a perfected product based on twenty-five 





necessary fo produce the country's shoe progres 
sive manufacturers in many states have installed the additional 
equipment required for the modern cementing process. Their 
experience has demonstrated its value in improving the style, 
comfort, and serviceability of their products without increased 
cost of production. Millions of shoes made by this modern 
method have been sold by leading retailers in all parts of the 
country during the past two years with entire satisfaction on 
the part of the purchasers. 

More than fifty years ago attempts were made to attach 
soles to shoes by means of adhesives, but did not develop into 
commercial success because the adhesives available at that time 
were not equal to the task. 

‘Thedu Pont Company has had twenty-five years’ experience 
in the manufacture of leather cements. Massive leather belts, 
driving the machinery of large factories, are permanently 


. 





GPO 


E. 1. DU PONT DE NEMOURS & COMPANY, INCORPORATED, WILMINGTON, DELAWARB 


years of specialized chemical research. 

The du Pont Company is the largest supplier of the cement 
used in the modern process, and is placing these facts before the 
public to correct any erroneous impression that may exist as to 








process. 
It is possible to make poor-quality shoes by the cementing 
process, just as it is possible to make poor-quality shoes by any 
other process. The quality of the finished shoe depends upon” 
the quality of the materials and the quality of the workman- 
ship employed in its production. The integrity of the retailer 
and the reputation of the manufacturer are the best guides to 
obtaining the most value for the public’s shoe dollar. Reliable 
merchants dé not disparage other products to promote the 
sale of their own merchandise. 








Dignified in tone was the answer to the Saks-Fifth Avenue advertisement decrying 


what were termed “pasted” shoes. 


(See our issue of September 19, page 62.) 


The 


answer came from ‘E. |. DuPont de Nemours & Company, Inc., producers of shoe 
cements, in the form of a seven column ad in the N. Y. Times, September 27. 








Lowers Prices, Increases Volume 


Des MOINES, Iowa — Increase of 25 
per cent volume during the past eight 
months, exclusive of the Summer clear- 
ance period, is reported by the shoe 
department of Carley’s store, headed 
by J. H. Meyer. He attributes this in- 
crease to the lowering of the price 
range to the level of popular demand. 
The principal play during this period 
was on $2.95 fancy’ shoes for women, 
with another group recently added at 
$1.99 to complete the stocks. 

“This approximate $3 price is the 
level that appeals to the business girl 
of today, and since we specialize in 
novelty shoes, particularly in pumps, 
this price filled our requirement,” he 
explained. “The actual number of units 
sold was greatly in excess of the same 
period last year. Sixty per cent of all 
our sales have been in this $3 range.” 

Early Fall demand points to suedes 
in colors as leaders with jungle green 
showing considerable prominence. 





Browns, in his experience, were carried 
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from the middle of August to the mid- 
dle of September but are now practi- 
cally cleared out. Black suedes are 
coming into popularity now with brown 
kid next. 





Best Month for Barbour 


MONTELLO, Mass.—Another sign that 
business depression is on the wane in 
the shoe industry is the record of pro- 
duction by the Barbour Welting Co. at 
the present time. According to L. H. 
Gilson, advertising manager of the com- 
pany, the orders for the four-week pe- 
riod ending Aug. 8 were the largest for 
any four-week period for the past nine 
years. 

Production has gone on at the rate 
of 160,000 yards a day, a speed which 
has necessitated working full time and 
hiring some extra help. The production 
approximates the maximum output of 
the factory without day and night pro- 
duction. 








> THE PURPOSE OF BUSINESS IS PROFIT ¢ 




















Suva Cloth 


Marcus A. Heyman, 47 West 34th St. 
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FOR MEN AND BOYS 


will be among the leading lines present at 


POTEL CO MMODORE 
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MICHIGAN 





WHERE TO BUY 


Men’s & Women’s 
Slippers 





. EVANS’ SON CO., Wakefield, Mass. 
° oe 








W. 8S. CHASE & SONS, ‘caine 
HAVERHILL, MASS 
Men’s Full Leather Lined 
Handturned Slippe.. 
Priced from $1.85 
Kid Pullman Slippers, 
colors and Black wit') 
Snap Pocket $1.50 
Zipper Pocket $1.70 
Boston Office: 501 Statler Bldg. 


a 


IN STOCK 


Men’s and Boys’ 
Hand-Turned 
Oxfords 





qyeeeee 


No. 1499 

Patent Oxford 
Men’s Se CLD): B, ccccesved $00 
_ 1-6, D, E 00 
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Colonial Tanning Co. Expands 


BosTton.—The third step in its pro- 
gram of expansion has been taken by 
the Colonial Tanning Co., of 207 South 
Street, this city, in buying and putting 
into immediate operation the Phillip J. 
Murray patent leather tannery in New- 
ark, N. J. In this plant will be made 
the Luxury brand of patent leather, in- 
troduced by the Colonial Tanning Co. 
early this year, and for which the de- 
mand has grown so steadily as to make 
necessary a separate production unit. 

The newly acquired plant was built 
at a cost of approximately $250,000 and 
is one of the most up-to-date tanneries 
of its kind in the country—modernly 
equipped and with every facility for 
producing the Luxury brand and main- 
taining its quality. 

The purchase of this tannery is the 
third major forward step taken by the 
Colonial Tanning Co. in its brief career 
of seven years. It was organized as a 
Massachusetts partnership in the Fall 
of 1924; is owned by the three partners 
—Joseph, Archie and “Kivie” Kaplan, 
and has always specialized on patent 
sides and kips. 


» TRADE DOINGS < 


Napier’s New Salon Open 


KANSAS City, Mo.—The formal open- 
ing of Napier’s Footwear Salon at 1012 
Walnut Street, took place Saturday, 
Sept. 19. Although the weather was 
uncomfortably warm the number of 
customers was large and the sales for 
the opening day were very gratifying. 

The shop is one of the most beauti- 
fully designed and fitted up in the re- 
tail section of this city. 

S. W. Napier is in charge of the new 
shop here and Mrs. Mary Hulst is ad- 
vertising manager. R. R. Deans of 
Chicago, formerly manager of R. H. 
Fyfe & Company, Detroit, Mich., is 
manager of the shop, and G. Henry 
Sauer, also formerly with R. H. Fyfe 
& Company, is assistant manager. 

Miss De Pasco, formerly in charge of 
the hosiery department of Laird & 
Schober, and later with the Peacock 
shop, is in charge of the hosiery de- 
partment. 


Pettis Department Moved 


INDIANAPOLIS—The footwear depart- 
ment of the Pettis Dry Goods Company 
has been moved to the second floor. 
The new department is adjacent to the 
ladies’ ready-to-wear millinery, furs 
and other accessories. 

The reason given for moving the 
footwear section to the new location is 
because the sales of one department are 
so apt to promote sales in another, and 
many customers buying apparel are in- 
fluenced to buy shoes through the ex- 
tremely convenient location of the lat- 
ter department. . 


THEY WANT TO KNOW 
WHERE TO BUY- 


RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 

N 383. Women’s all over genuine alligator 
shoes with spectator heels, a stock 
proposition. Retail $5.00 or $6.00. 
Men’s patent leather dress pumps. 
Men’s shoes to retail at $3.00. 
Has several hundred beige shoes 
to be dyed. 

Women’s spectator sport oxfords 
to retail from $6. to $8.00, 

Men’s cut out sandal (bare foot 
style) to retail at $5.00. 

Men’s house slippers to retail at 
$2.00 and $2.50. 

Cheap felt, Satin and leather house 
slippers. 

Men’s cheap bathing sandals. 
Canvas leggins. 


N 384. 
N 385. 
N 386. 


N 387. 
N 388. 
N 389. 
N 390. 


N 391. 
N 392. 


New South Shore Factory 


KinGsTton, Mass.—Leasing the old 
Hurd tack factory, a new shoe manu- 
facturing firm headed by Herbert 
Clark, for 30 years connected with the 
Endicott-Johnson Shoe Company, will 
soon begin the manufacture of men’s 
shoes under the name of the Mayflower 
Men’s Wear Manufacturing Company. 

It is reported that Malcolm Arnold 
of North Abington ‘will have complete 
charge of the manufacturing end, Mr. 
Clark devoting his interests along sales 
and merchandising lines. 


$20,000 from N. Y. Shoemen 


New YorK—A quota of $20,000 al 
been allotted to the wholesale and re- 
tail boots and shoes division in the 
1931 campaign of the Federation for 
the Support of Jewish Philanthropic 
Societies of New York City, it is an- 
nounced. Max L. Friedman is acting’ as 
chairman in this division for the Busi- 
ness Men’s Council of Federation, the 
money-raising unit of Federation. 
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Here’s the Main Spring 


aoe 


Be, 


DRURY—In-stock No. 1720. Custom grade. Imported black calf. Main Spring Arch. Brown No. 3720. 


to make your store run at a profit 


The Main Spring of every Walk-Over 
dealer’s store, what it takes to 
make the wheels go round, is the 
Walk-Over Shoe with the active 
Main Spring* Arch. This shoe com- 
bines extraordinary comfort with 
real style. Look at the picture above. 
Nothing old-mannish about that sort 
of shoe, is there? And when any man 
begins talking comfort in shoes tell 
him this: 

46 foot doctors were the judges 


Recently 46 chiropodists, experts in 


WALK: 


@ Be sure 


City, during 


foot health, met and examined 12 
patented “comfort” shoes. The trade- 
marks were concealed and the doc- 
tors based their secret ballots on the 
construction, last and appearance of 
each shoe. First choice went to the 
Walk-OverShoewith the Main Spring 
Arch with 29 votes. This was 22 votes 
more than the nearest competitor. 


90% are prospects 


Ninety per cent of adults have some 
ache or ailment that can be traced to 
foot or shoe trouble. Put the feet of 


OVER 


it in rooms nl 
odore, 
Seasona 


ber 16th—20th- 


Shoe Display 
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your customers into Walk-Overs 
with the Main Spring Arch. You will 
be doing them a real service and 
you'll build an exclusive market easy 
to expand and hold. 


40% gross profit 
There are a few open towns in which 
the Walk-Over franchise is available. 
Act now and secure for yourself this 
40% gross profit line consisting of 
style, dress, sport arid Main Spring 
Arch Shoes. Address Geo. E. Keith 
Company,Campello, Brockton, Mass. 


* REG. U. S. PAT. OFF. 
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WHERE TO BUY 


Children’s Footwear 


so 








Children’s Fine Goodyear Welt Shoes 
THE GILBERT SHOE CO. 
THIENSVILLE, W'S. 








PATENTED 


ROBA> 
SHOES 


Finest Quality Children’s Shoes 
Manufactured continuously since 1692 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 








MBS. DAY’S IDEAL BABY 


SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 





Soles— infancy to 
four years! 


Danvers, Mass. 














CHILD 
LIF 


High Grade Goodyear 
Welt Shoes in Stock. 





Wiswell-Everston Shoe Mfg. Co. 
Cedar Grove, Wis. ( 


A stock reduction of 
$3,000, plus an operating 
profit of $4,500, would 
combine to make possible 
a reduction of indebted- 
ness from $9,000 to $1,500. 
The $4,500 earning shown 
last week would reflect in 
increasing the capital ac- 
count from $21,000 to 
$25,500. 

Inventories for the past 
three years should be con- 
densed and studied hori- 
zontally, as well as verti- 
cally. 

An “objective,” or “bud- 
get” inventory, as_illus- a 
trated in the second col- +. 
umn above, should be set up. Such 
budgeting is “markmanship,” just as 
essential as “salesmanship.” 

Assets are “what you’ve got.” 


Stock 
Accts 
F-TS 


Fiytures 


Debts 


eRe, Ghiats 


. 


Net Worth 





PROFIT PRINCIPLE No. 4. 


Copyrighted and reprinted by permission of National Shoe Retailers Association. 
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Liabilities are “what you owe.” 

Net worth is “what you’re worth.” 

A budget is “what you’re going to do 
about it.” 








New Stores in California 


Los ANGELES—Recent developments 
in the shoe market for the most part 
run to expansions and store openings 
in surrounding towns. 

In Long Beach, Desmond’s Los An- 
geles men’s furnishing store at Locust 
and Broadway has just opened a new 
shoe shop for men and boys with J. W. 
McKnight in charge. 

In Hermosa Beach the J. B. Jean 
store, having outgrown its present 
quarters, will soon locate at 53 Pier 
Avenue, that city, where it will open 
a shoe department carrying a complete 
line of shoes for the entire family, un- 
der the supervision of J. C. Robinson. 

In Wilmington, Los Angeles’ seaport, 
the Kirby Shoe Store has recently 
opened its doors on Avalon Boulevard. 
The facade of the new shop is of terra 
cotta applied in modern design. 





Store Name Changed 


Woonsocket, R. I.—The corporate 
name of the Boucher-Tetu Company 
has been changed to Boucher Shoe 
Store, Inc. The personnel and stock- 
holders of the company remain un- 
changed. The decision to make the 
change in name was prompted by the 
confusion caused by the fact that 
Zotaire Tetu, who formerly had an in- 
terest in the Boucher-Tetu Company, is 
now operating a store under his own 
name. 





Dye Agreement Dropped 


SAVANNAH—After attempting for a 
year to enforce its ruling that the 
Savannah retail shoe merchants charge 
a minimum price of $1 for dyeing, the 
Savannah Shoe Trades Association, at 
its first fall meeting released its mem- 
bers from their agreement, when it was 
found that a number of them were not 




















adhering to it. It was stated by Harold 
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B. Basch, the president, that some of 
the stores were charging only half the 
agreed price, and that some even were 
making no charge at all. 

It was agreed at the meeting that 
the minimum charge of $1 was hardly 
sufficient to cover the cost of such work, 
but, as the president pointed out, he 
could not ask some to abide by the 
agreement while others did not. 

One piece of interesting news devel- 
oped at the meeting was that the shoe 
turnover in Savannah was slightly bet- 
ter than the average for the country as 
a whole, it being almost two and a half. 





New Shoe Department 


PORTSMOUTH, OHIO—A new shoe de- 
partment has been opened in the Brag- 
don Dry Goods Company, a department 
store. The department is located on 
the first floor. 


Issue Fall Catalog 


LYNCHBURG, VA.— Natural Bridge 
Shoemakers, Division of Craddock- 
Terry Company, Lynchburg, have is- 
sued a new Fall and Winter catalog 
which is remarkable for the elaborate 
and comprehensive manner in which it 
presents, not only the lines for women, 
men and juniors, but also the various 
dealer helps and advertising and mer- 
chandising features-by which this firm 
supports its retail distribution outlets. 

The new catalog is generous in size, 
printed on the finest of stock, with shoes 
shown in actual colors. The latter part 
is given over to the dealer, with several 
pages devoted to Nat and Bridget, “the 
Natural Bridge Radio Pair.” Consumer 
advertising, direct mail helps, window 
display material, Neon signs, newspaper 
advertising and all phases of dealer ser- 
vice are described and illustrated. 

A special section is devoted to Nat- 
ural Bridge shoes for men. 
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Time to feature 


STANDARD 
Spats 











Cool days are here. It is the season for Spats. A display Because of the very nature of the article a Spat must be 
in your windows NOW—will attract business. If you of a certain quality. Only certain materials can be used 
haven’t received a set of the handsome new “Standard” —and the question of FIT is of more than minor im- 
Spat cards write for them at once. portance. 















And remember—the customer today is on a Quality Hunt We are in at least as good a position as anyone (better, 











—he wants value of course but he is looking beyond the in fact, because of our volume) to take advantage of the 

price. present low prices of materials. In making up our new 
line we have missed no opportunity to cut costs. These 

In the more than half a century that S. Rauh & Company savings are reflected in our new list prices. 

have been making Spats we have never permitted any 

sacrifice of the standard of quality established by the But if you value your reputation as we do ours you will 

founder of this business. We do not contemplate any think twice before selling Spats that are unworthy of 

such sacrifice at the present time. the name. 






S. RAUH & COMPANY 
650 SIXTH AVENUE, NEW YORK 


. \ We® | | vv 
S) Standard 


REG. U. S. PAT. O! 
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WHERE TO BUY 


Women’s Shoes 





CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 











6 he OE 


WHERE TO BUY 
Modern Misses’ Shoes 


ll ee el le ed elie ail 


ae 


WITH 
YOUTH 
AND 


IN STEP 





IN STOCK 
Style 


7328—Black Pin Seal 
Specta Oxford, Imt. 
, 12/8 

A-C, 3%-9 

$3.90 

7173—Pat. Regent 
Pump. 15/8 Louis 
Heel, AAA-C, 2%-8. 
Price 


(Stock terms 1—30) 








Bie 
BURDETT SHOE CO. = 
YNN. MASS. _eemmemceliil 
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WHERE TO BUY 


Riding Boots 


RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 


Boots. 
Write for catalog. 





WHO HANDLES SHOES? 





— 


}ame FACTORY SALES <u 





Pe (UV. S ARMY 








DEPARTMENT OF COMMERCE 
BUREAU OF THE CENSUS 
WASHINGTON 
DISTRIBUTION OF SALES 1929 
or TH 


MANUFACTURING PLANTS IN THE BOOT AND SHOE INDUSTRY 
(NOT INCLUDING RUBBER BOOTS AND SHOES) 


TO MANUFACTURERS OWN. 
WHOLESALE BRANCHES 


TO MANUFACTURERS’ OWN, 


RETA BRANCHE: 


TO RETAILERS 
pm TO WHOLESALER: 
TO CONSUMERS 


TO BULK CONSUMERS 


COMMISSARIES, eTc.) 


TO WHOLESALERS 
TO RETAILERS 


TO CONSUMERS 


TO CONSUMERS 








heme TO HOUSEHOLD 








This chart, based on census figures of 1929, show that nearly half of the shoes, 

other than leather, sold in this country, travel directly from factory to retailer. 

Wholesale distribution accounts for 21.8 per cent, while but 6.2 per cent goes 
through factory owned retail stores. 








» ABOUT PEOPLE 4< 


Stadeker Golden Anniversary | 


CHICAGO—Mr. and Mrs. Ralph Stad- 
eker will celebrate the fiftieth anniver- 
sary of their wedding on the sixth of 
October with a dinner-dance at the 
Shoreland Hotel. They married in 1881 
and have three married children and 
seven grandchildren. 

Mr. Stadeker has been in the shoe 
business forty-five years, all of which 
were spent in the Chicago territory. 
For the past forty years, anl until the 
time of his retirement, he represented 
the E. P. Reed Company of Rochester, 
N. Y. He was a charter member of the 
Chicago Shoe Travelers Association 
and took an active part in its organiza- 
tion. He was honored with the presi- 
dency of this organization in 1920 and 
during his administration it enjoyed 
unusual success. 

Mr. Stadeker is, perhaps, one of the 
most widely known shoe men in the 
Middle West, and his host of friends, 
who heard with real regret of his re- 
tirement from active work, join in of- 
fering him their best wishes and heart- 
iest congratulations. 


Saul Holtzman Opens Store 


Los ANGELES—Saul Holtzman, well 
known in the southwest section of Los 
Angeles, announces the opening of the 
Holtzman Boot Shop, 8707 South 
Broadway, carrying men’s, women’s and 
children’s shoes at popular prices. Also 
new is the Emil Olcovich shoe depart- 
ment in the Bedell apparel store on 
South Broadway. 


Kimber Leases Store 


INDIANAPOLIS, IND.—H. Clair Kim- 
per, proprietor of the Penn-Wash Shoe 
Shop, has closed a long term lease on 
the storeroom at 16 North Meridian 
Street in the Guaranty. Building which 
will be used as a popular price shoe 
store, dealing exclusively in footwear 
for women and misses. 

The store will be remodeled and re- 
equipped to present the same atmos- 
phere of refinement and beauty as is 
found in the most expensive metropol- , 
itan shops. It will be known as the 
Guaranty Boot Shop. 

The opening of the new shop is 
scheduled for October 15. The store 
will be managed by W. W. Rischer, 
who has been associated with the shoe 
business in Indianapolis for many 
years and recently associated with a 
manufacturer of footwear. 


Marott Scholarship Awarded 


INDIANAPOLIS, IND.—The George J. 
Marott prize, a scholarship to Purdue 
University, awarded at the Indiana 
State Fair, was awarded to Stuart Mil- 
ler of Greensburg, Ind. The scholar- 
ship is a coveted prize awarded annu- 
ally at the State fair to a 4-H Club boy 
and is valued at $100. To the winner, 
Purdue University grants an additional 
scholarship appropriation. 

The award is based on outstanding 
performance in 4-H Club work and in- 
cludes activity at camp, past record in 
club work, exhibits at the State fair, 
and all-around attitude and character. 
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“ROLLING STONES GATHER NO MOSS” 


Stores which offer their customers only a series of temporary and special attractions 
are like rolling stones. Their business rolls rapidly — but always down hill—and 
accumulates little except worries. 

Merchants, however, who make the Matrix Idea a vital part of their merchan- 
dising, find it a veritable foundation stone which rests solidly in its place and steadily 


accumulates a lot of moss in the way of prestige and profits. 





E. P. Reed & Co. cordially invite you to visit them in Room 1104 at the Hotel 
Commodore during National Seasonal Opening and Show Display the week of 
November 16th to 2oth. 

Our new spring line will be on display there as well as in our Studio, Room 


916 in the Marbridge Building. 
All of our friends will be most welcome. 











SPORTVIEW SHOES .. . VARSITY GOLF OXFORDS 


TMlatnin Shoe 








“YOUR FOOTPRINT me | IN LEATHER” 


E. P. REED & CO., ROCHESTER, N.Y. 


New York Style Studio: Marbridge Bldg. (Broadway at 34th St.) Philadelphia Office: Denckla Bldg. Chicago Office: 1729 Republic Bldg. 


{7 Heywoop Boot anp SHoz Company of Worcester, Mass., has ~~ 
licensed to manufacture Matrix Shoes for Men. 
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WHERE TO BUY 


Dancing Shoes and Taps 





TAP SHOES Mau.” 


IN-STOCK 
No. 9780—Black Kid 
$1.70 


No. 9785—Patent 
Leather 


$2.20 
BROOKS SHOE MFG. CO. 


PROFESS! 
% KENDALL’S ""%iS312"4" 4 
Style No. If Patent Lea. 
weeds 2 to 8, B and C 
Misses’ 11 to 2, B and C 
$1.90 








Kid 
Women’s 2 te 8, B and C 
Misses’ 11 to 2, B and C $1.65 


* KENDALL SHOE COMPANY 
HAVERHILL, MASSACHUSETTS 











* 
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WHERE TO BUY 
Fine Sport Shoes 


oso 


SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” P 
| 
i 





SAN JEAN 
Falls colorful sport woolens call 
for thie shoe with ite hand whip- 
ping of saddle and tip. 
OATALOGUE ON REQUEST 











Martin L. Bowser Dead 


KITTANNING, Pa.—Martin L. Bowser, 
72, who for 35 years conducted a whole- 
sale and retail shoe business here, died 
Sept. 11 in the Presbyterian Hospital, 
Pittsburgh, following an illness of near- 
ly a year. He sold his business late 
in 1930 to the Brown Boot Shop. Mr. 
Bowser received training in the shoe 
business with the W. M. Laird Com- 
pany of Pittsburgh. He is survived by 
his widow, a son and four daughters. 
Burial was made in the Kittanning 
cemetery. 
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Chicago Bowling Season Opens 


CHICAGO—The current season of the 
Chicago Retail Shoe Merchants Bowl- 
ing League, now in its third year, 
opened Thursday, September 17, with 
ten teams competing. The teams rep- 
resented are: F. E. Foster Co.,. Walk- 
Over Shoes, Morris L. Rothschild, 
French, Shriner & Urner, Ground 
Gripper Shoes, Metz’s Men’s Shoes, 
Florsheim Shoes, Van’s Arch-O-Pedics, 
Wolock & Bauer, and Lane Bryant. 

Carl J. Meisel, president; R. E. Ken- 
ny, vice-president; A. G. Isaacs, secre- 
tary, and Leonard Van, treasurer, are 
the present officers. According to the 
officers, the league has done much to 
promote a feeling of good fellowship 
among the employees of the various 
stores. It is an idea that might well 
be adopted elsewhere. 


Aiding Store Opening 

Kansas City, Mo.—Mrs. Mary 
Hulst, advertising manager for Na- 
pier’s, has been in Kansas City since 
September 1, aiding Mr. Napier in 
plans for the opening of Napier’s Foot- 
wear Salon here. Mrs. Hulst will main- 
tain an office in Kansas City per- 
manently. 


>» WHAT’S SELLING? 4 


Suedes Strong in Los Angeles 


Los ANGELES—Suede pumps and ox- 
fords with patent trim are featured by 
Los Angeles shoe stores in special Los 
Angeles La Fiesta windows, the Fiesta 
being in celebration of the city’s 150th 
birthday. 

The Innes Shoe Co. in its various 
branches exploits suede calf in black 
and burnt brown and forest green with 
alligator and pin seal trimming. 
Pumps, oxfords and sandals are spon- 
sored generally, the latter for evening. 
Marcella waterproof cloth in oxfords 
and pumps, of brown, green and black, 
with patent leather trim to match, are 
other advertised models of this house. 

Gude’s plays up suede in ties and 
pumps with baby  sharkskin trim. 
Bronze kid pumps appear in many 
early Fall showings for afternoon 
wear. Practically all of the better shoe 
shops advance black moire, white satin 
or faille for evening in sandal and 
strap types. 

A novelty at the C. H. Baker shoe 
stores is a brown patent leather pump. 
The I. Miller Shoe Co. entered into the 
spirit of the Fiesta by showing French 
Colonial pumps of brown or black suede 
trimmed with green, red or yellow pip- 
ing and bows. Bullock’s downtown 
store, in its fashion advertising, pre- 
sents “Autumn’s theme, contrast—con- 
trast in trimming. Suede in combina- 
tion with alligator . . . with baby seal 

. with calf or kid or patent. Every 
type of Fall shoe,” reads the adver- 
tisement further, “from decorated pump 
to sturdy brogue finds two leathers 
more interesting than one.” 
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NISLEY’S NOW $4 


Rete 308 N. Seventh Soest, St Lous 


CoLumBus, OHI0—Reduction of the 
price of shoes sold in all Nisley Shoe 
Company stores, located in practically 
every State in the Union, from $5 to 
$4 was announced here by Raleigh Lee, 
president of the Nisely Shoe Company. 
The reduction in price took effect 
September 23. The chain of stores 
handles woman’s shoes exclusively and 
the merchandise is supplied by the 
G. Edwin Smith Shoe Company oper- 
ating factories in Columbus and New- 
ark. 

The reduction is expected to stimu- 
late the sale of shoes and to take care 
of the expected increase arrangements 
have been made to increase the output 
of the factories. The company has 
been producing about 25,000 pairs 
weekly and it is proposed to increase 
this to 30,000 pairs. The increased 
production will be brought about by the 
adoption of more efficient methods, 
without enlarging the space. 

The Nisely Shoe Company announced 
that its newest unit was opened at 179 
Wisconsin Avenue, Milwaukee, Sep- 
tember 24 with Harry Shuter, former 
manager of the Akron store as man- 
ager. Virgil C. Brown, formerly 
manager of the St. Louis store, has 
been transferred to Akron and O. W. 
Williams, assistant at St. Louis, has 
been promoted to manager of the store. 


To Attend Leather Show 


The Ohio Leather Company exhibit, 
Booth 7, Astor Hotel, Oct. 8 and 9, 
Tanners Council Exhibit of American 
Leathers, will be presided over by the 
following salesmen who will be on hand 
to show their new line: V. G. Lumbard 
and F. H. Becker from the tannery, 
John Murphy of Boston, George Meal- 
ley of Philadelphia, Mr. Johnston of St. 
Louis, Mr. Brand of New York, and 
L. J. Petrie of Chicago. 
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$3,000 RING 
found in bath tub 


‘Tas departing guest was frantic: A 
$3,000 diamond ring lost — and he 
couldn't wait to look for it. With agony 
in his voice, he called the United Man- 
ager. Three hours go by. The guest has 
gone, but the manager is still on the job. 
A wild idea—the Manager pokes a 
flash-light down the bath tub drain — 
there’s a faint sparkle—plumbers arrive, 
the drain gives up a $3,000 ring. 

Another true story proving that United 
Managers do the impossible in finding 
lost articles. This extra service costs the 
hotel money? Yes, but what of it. Extra 
service is taken for granted at United 
Hotels, just like larger rooms per dollar 
—and handy garage accommodations. 















Extra service at these 25 


UNITED HOTELS 


NEW YORK CITy’s only United . .. .The Roosevelt 






PHILADELPHIA, PA....... The Benjamin Franklin 
SEATTLE, WASH. ............e000 The Olympic 
WORCESTER, MASS..........2-+04- The Bancroft 
MEWARE. io 06s ccs cccnecse The Robert Treat 
PATERSON, N. J..----- The Alexander Hamilton 
TRENTON, N. J. ....--seeeceees The Stacy-Trent 
HARRISBURG, PA. .......--++0+ The Penn-Harris 
MA Eee cc ke ceccdira veces The Ten Eyck 
SURAGUGE, Me Gs iivcccccececcces The Onon 

ROCHESTER, N.Y. ....--+seeeeeeees The Seneca 
NIAGARA FALLS, N.Y. «+--+ eee eee The Niagara 
DEMIS 6 oi aces Acc cricncsccuas The Lawrence 
AKRON, OHIO. ......-...2.see0005 The Portage 
DG MO oy c56 adder vindeses The Durant 
KANSAS CITY, MO. .........-+++: The President 
TUCIOM, ABTA: «66-00 ceccncee El Conquistador 
SAN FRANCISCO, CAL. ........+- The St. Francis 
SHREVEPORT, LA. ..... The Washington-Youree 
NEW ORLEANS, LA. .......-.s00 The Roosevelt 
NEW ORLEANS, LA. .....+-.-.0005 The Bienville 
TORONTO, ONT............- The King Edward 
NIAGARA FALLS, ONT. .......-+++0+ The Clifton 
WINDSOR, ONT. ........... The Prince Edward 


KINGSTON, JAMAICA, B.W.1.. The Constant Spring 


——jpp— 








Case Lot Buyersf 
Attention e 
ANOTHER WINNER 


All Desirable Colors. Es) 


ee 


Genuine Kid D’ORSAY. Semi- 
hard cowhide sole — quilted sock 6 
line. Cuban heel. 


Write or wire your orders today! Per Pair 


S. Wrobel Slipper Co., Inc. 


“Better Grades at Popular Prices” 


704 BROADWAY NEW YORK 





















Daily Rates Reduced 


$2.50 per day without bath. 
$3.00 per day with bath. 
$4.00 per day double, with bath. 












at 4Q* and Lexington NEW YORK 


Has all the comforts 


The most enjoyable 
hotel atmosphere 
in New York. 

ATE 
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WHERE TO BUY 
Ballet Slippers 


CA 6 6 A, OE 


BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 


. Wom. Miss. Childs 

Style No. 600. a ® 35 $1.30 $1.25 

Style No. 609 20 1.15 1.10 

Coast Prices Slightly Higher 
Brooks Shoe Mfg.Co. 

Philadelphia 
Swanson and Ritner Sts. 
Los Angeles—1162 So. Hill St. 





IN 
STOCK 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style B102 Bik. Kid Hand 
Tura, Toe 
6-11 11%-2 2%-8 
$1.30 $1.35 $1.40 
Also rights and lefts in 
stock 


sony aries, 4 OEnEE., 
a ie anu ure 
241 N. lith Street, Philadeiphia, Pa. 


Inc. 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 











The New SUPER-TOE 
Italian Toe Dancing Slipper 


A Sensational 
Success! 


Teachers, students and 
professionals acclaim this 
the last word in toe shoe 
perfection. New type of 
strong yet flexible sup- 
porting arch: beveled cut- 
| proof toe box; glove-like 
fit and easy comfort are 
ja few of the reasons why 
it’s a big money maker 
for progressive dealers. 
Write at once for further 
details and prices. 


cago Theatrical Shoe Co. 
Chicago, IIl. 


Chi 


159 N. State St., 





BLACK KID BALLET 
SLIPPERS #7 


Hard Toe 
IN STOCK 
Ladies’ 2% to 8 
Misses’ 11% to 2 
Children’s 6 to 11 1.25 
Hard Toe $1.00 per pair Higher 


ROTH SHOE CO 
50. N. 4th St., Philadelphia 


Soft Toe Ballets 


«++ Why sell imitations 
when the genuine is the 
same price? 











rect from an —_ 


black. 

misses’. 

start another 

makeshift substitutes. Write now for 
sample. 


Advance Theatrical Shoe Co. 
Dept. 510. 159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 





Alligator Featured 


CHICAGO—It- is interesting to note 
that alligator slippers were featured in 
practically -every women’s shoe adver- 
tisement that appeared in the Chicago 
Evening American last Friday night. 
As a result, the sale of this type of 
shoe was exceptionally good on Satur- 
day, in spite of the hot weather. Thus 
the merchants unwittingly launched a 
real piece of “smash” advertising 
which reacted to their mutual benefit. 

It seems to be the consensus of opin- 
ion that alligator footwear is becoming 
increasingly popular, that the popular- 
ity of other reptiles is rapidly waning, 
that dark green slippers will have the 
preference when it comes to buying that 
“extra” pair for fall, that hosiery 
shades are darker this fall than they 
have been for several seasons and that 
the first prolonged cool spell will bring 
in a wave of belated fall business. 

A survey of the windows of the bet- 
ter stores along State Street and Michi- 
gan Boulevard reveals the interesting 
fact that almost without exception 
more handbags are being shown than 
ever before. Many of the stores, in 
fact, are devoting entire sections of 
their windows to them. Most of the 
bags are plain, with just enough trim- 
ming to break the dull monotony of the 
black or brown. 

“We are experiencing the best year 


in the history of the company,” says B. 


M. Light, of the Fashion Bilt Shoe Co., 
makers of women’s fashion arch type 
shoes. Mr. Light went on to say that 
blacks were their sellers, with browns 
representing but 20 per cent of their 
production. 


Hosiery in the darker shades evi- 
dently wins the approval of State 
Street—all of the stores are showing 
dark browr, sheer black and brown- 
black hosiery. These shades can trace 
their popularity to the fact that they 
blend so well with almost every impor- 
tant fall color. There is no doubt but 
what dark hosiery plays an important 
part in maintaining a definite color 
relation throughout the entire fall en- 
semble. 


Patent Pumps, Priced Popularly 


SAN FRANCISCO, CAL.—Patent leather 
pumps “in the colors of your newest 
costumes”—Afrique brown, Betel black, 
Admiralty blue, Malaga wine and Kil- 
tie green, and selling at $5.00 a pair, 
are offered by Sommer & Kaufmann, 
8388 Market Street, this week with 
marked public response. The Bootery, 
152 Geary Street, finds a good number 
in a dainty tie of black kid and suede 
with an interesting trim of bands of 
matching ribbon stitched onto the suede 
toe. Hanan & Son, 157 Geary Street, 
feature a new version of the Prince of 
Wales oxford, in black suede or Prado 
brown with matching calf trim. This 
number is meeting with favor for wear 
with the Autumn woolens. 
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WHAT BOYS WANT 


On the screen, in literature and in 
conversation the younger -.generation 
holds the spotlight. The Victorian idea 
that children should be seen and not 
heard is as dead as the dodo. Very 
much indeed do the younger folks make 
themselves heard these days, and this 
is quite as much in evidence in the shoe 
store as on the Summer resort beach, 
and so, inasmuch as the voice of youth 
gets its hearing and influences the 
-parental pocketbook, the wise shoe mer- 
chant is buying his juvenile lines with 
an eye to their reception by the people 
who wear them rather than those who 
pay for them. 

With this thought in mind an in- 
quiry was made of a representative 
manufacturer of boys’ shoes as to what 
shoe in his line he felt would prove 
the most active seller for the coming 
Fall season and why it should be. He 
unhesitatingly picked from the line the 
shoe that is illustrated here. It is a 
black Norwegian grain lace oxford, 
made on a medium narrow toe, carry- 
ing a leather heel, a full wing tip and 
an overweight single out sole. Of 
course, it is a Goodyear welt. 

The shoe is in a class that retails 
at $5.00.: In explaining why he looked 
for this to be in active demand he said 
that, first of all, it was copied directly 
after a man’s shoe, brogue in its de- 
sign and appearance, sturdy, giving 
the evidence of masculinity, and with a 
leather heel. It is because it is a util- 
ity shoe, in good form for practically 
all occasions and will be wanted by 
the boy who objects to wearing high 
shoes. It fits in admirably with the 
knickers and heavy wool stockings that 
these boys will be wearing during the 
Tall and Winter months and is in keep- 
ing with the ruggedness of this costume 
in its general appearance. Its price is 
one that calls for and commands good 
quality, is well above what might be 
called the trash line and yet is not in 
the luxury brackets. 

For all of these reasons it was held 
that shoes of this type will not only be 
safe for the merchant but will prove 
active sellers. 
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INVINCIBLE EYELETS 


The clinching surface of the roll- 
back Invincible Diamond Brand 
Visible Eyelet is just as smooth 
as its lustrous celluloid fast 
color face. This new refinement 
in eyelet setting is increasing 
the popularity of visible eyelets 
on all types of laced footwear. 
Visible eyelets are one of those 
footwear refinements that iden- 
tify shoes of quality, fashion, 
and goud taste. Supplied in all 
the standard colors to harmo- 
nize with every shade of leather. 


ea 


ne ce 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY | 


Ballet Slippers 


60 6 6 ee he EP PP 
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> ON THE SELLING END « 


News of the Travelers and Sales Activities 





* IN 
STOCK 


Send for catalogue and prices. 
W.M.KILLORAN = © |, Lynnfield, 


+ RAGE RB 











BALLET PUMP 





SEND NBW 
1931 «IN - sTOcK 
OATALOGUR AND 
AOBNCY PLAN. 


POR 


An inexpensive 
slipper. Ideal for 
Ballet and Studio 
work, Moulds 
ay to the 
‘oot. Made from 
finest quality glove 
leather in Black or 
White with Elk- 
skin Sole. Retails 
profitably at $1.65. 


333 WESTSZ‘SL 
NEW ‘YORK.CITY 
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WHERE TO BUY 
Pullman Slippers 
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VOLUME USERS 


colors. 


leathers in 
6: GUSTIN CO. 
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WHERE TO BUY 
Shoe Forms 
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Fashion Salesmen in the Field 


Howard Marrom, of Salt Lake City, 
Utah, who has been in business in the 
State of Idaho for the past twelve 
years, is covering Idaho, Utah and 
Wyoming with the line of Fashion Shoe 
Co., Ine., St. Louis. 

Beh Reynolds, formerly of Excelsior 
Shoe Co., is covering Minnesota, Ne- 
braska and the Dakotas for the same 
firm. The other sales representatives 
of this company include: Herbert 
Stein, Indiana and Michigan; H. B. 
Cursey, Kentucky and Tennessee; 
George I. Maurer, Wisconsin and north- 
ern Illinois, and Mrs. Zeffa Vest, who 
travels with her husband representing 
Steven Strong, and who is carrying the 
Fashion line along with the one that 
her husband is representing in the ter- 
ritory of West Virginia and western 
Kentucky. 

‘These salesmen are now in the field 
and report excellent results with the 
new line. 


Card Leaves Keith Co. 


BrockTon—William T. Card, one of 
the industry’s outstanding advertising 
and sales directors, has resigned from 
the George E. Keith Company, Brock- 
ton. 

“Billy” Card, as he was known to 
thousands of shoe men throughout the 
country, recently completed twenty-five 
years’ service with the “Walk-Over” 
makers, and his position of advertising 
director in recent years brought him in 
direct contact with the retail trade 
throughout this country and ‘“Walk- 
Over” dealers abroad. He was editor 
of the well-known “Walk-Over” house 
organ, which proved to be one of the 
most interesting mediums of its kind 
ever published. 

He is a past president of the Old 
Colony Advertising Club and for years 
has been an active figure in the civic 
affairs of Brockton. While he has no 
definite plans for the future, it is un- 
derstood he will engage in merchandis- 
ing and sales work after January 1. 


Salomon on Western Trip 


Edward M. Salomon of Salomon & 
Phillips, leather wholesalers, is visit- 
ing his friends in the trade in Chicago, 
St. Louis and the Middle West. 


Fick in South for Freeman 


Be.ort, Wis,— The Freeman Shoe 
Corporation recently assigned the 
states of Alabama, Georgia and Flor- 
ida to Peter Fick. 





W. A. Stewart with Paramount 


W. A. Stewart, sales manager of 
Aranoff Shoe Company, Dallas, Tex., 
for seven years, has taken over the -. 
Texas territory for Paramount Shoe 
Company, St. Louis. Mr. Stewart re- 
ports business is fine, having been sec- 
ond on the list in sales for the entire 
U. S. A. the first two months with this 
company. 


Alec Campbell with Wall-Streeter 


BrocKTon, Mass.—Alec Campbell, 
formerly with the Conrad Shoe Com- 
pany of Brockton, Mass., and more re- 
cently with the Corbin Shoe Company, 
Marlboro, Mass., has associated himself 
with the Wall-Streeter Shoe Company 
of North Adams, Mass. Mr. Campbell 
is to act as sales manager and will also 
style the shoes. 


On Pacific Coast Trip 


M. D. Pollinger, president of the 
M. D. Pollinger Company of Saint 
Louis, is making an extended trip 
throughout the Pacific Coast territory. 
He plans to call on practically every 
shoe merchant west of the Rockies, the 
purpose being to make more friends 
4 his price ticket holder, the Polly 

ip. 


To Represent Buckle Firm 


J. A. Steen of Chicago will represent 
Waldes Koh-i-Noor, Inc., of Long 
Island City, on its line of snap buckles 
to the general footwear trade in the 
states of Illinois, Wisconsin and Minne- 
sota. 


Estes with H. C. Godman Co. 


Cotumsus—Fred Estes, for many 
years a member of the Conrad Shoe 
Company’s executive staff and prior to 
that with the Emerson Shoe Company, 
has become idenntified with the H. C 
Godman Company, Columbus, Ohio. 

Estes joins the Godman Company’s 
staff on men’s shoes, bringing to the 
West an excellent background obtained 
through his affiliation with South Shore 
factories. 


Mosley Leaves Commonwealth 


WHITMAN, Mass.—F red Mosley, well 
known head of Commonwealth Shoe & 
Leather Company’s purchasing depart- 
ment and for many years a member of 
A. G. Walton Company’s executive 
staff, has resigned to enter the auto- 
motive field at Lawrence, Mass. 


Syren eerrnene 
> THE PURPOSE OF BUSINESS IS PROFIT < 
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Make the 
New Lexington 
Hotel your 
New York City 
Headquarters 







An atmosphere of quiet dignity 
pervades the Hotel Lexington. 





Here one lives luxuriously yet at 
rates that promote real economy. 
Its convenient locality, perfect 
cuisine and excellent appoint- 
ments meet your every demand. 





For One Person 
$350 84 85. 8% 


For Two Persons 
Only $1.00 Additional, Any Room. 


Each with private bath (tub and shower) 
circulating ice water, mirrored doors 


HOTEL 
LEXINGTON 


LEXINGTON AVENUE AT 48th ST., NEW YORK CITY 


Frank Gregson, Manager 









J. Leslie Kincaid, President 
‘ Direction of American Hotels Corporation - 
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IN STOCK! 
At Popular Prices 


Get your share of the Riding 
Boot business with “Colt” Boots. 







We have in stock Men’s, 
Women’s and Children’s boots 
in a most comprehensive line 
covering all price ranges. Now is 
the time to order for the Fall 
Riding Season. 












Write for Complete Catalog R-57 





Colt-Cromwell Co., Inc. 
EST. 1899 
1239 Broadway, N. Y. C. 












Also In Stock at 
911 So. Los Angeles 
Ss 















































The lines permanently displayed at the Marbridge 
Building always merit your attention. The shew- 


leather industries are maintained here all year 
round. 
Desirable office space for approved tenants. 


MARBRIDGE BLDG. CO., INC. 


1328 Broadway New York 
















WHERE TO BUY 
Athletic Shoes 
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Bowling Shoes In Stock 

Ne. 414—Men’s Smoke Elk............. $3.10 
Ne. ge 4 Black Elk.............. 3.10 
A ibers with rubber heels, 25c. extra 
No. 7M len’s Black Horse............. $2.65 

‘Men's Black rubber 

right shoe subber sole, left shoe 

rr 
Ne. 414—4 ‘ in women’s ox 

fords and shoes at 20c. 

furonee FOOTWEAR Co. 

enroe St., Chicago, lilinols 
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WHERE TO BUY 
Spats 


lh hh ee ee el edi ei i tie 


Se ae SF OS OS 


BOND STREET 
Apu 





Best known, most de- 
manded line. Styled in 


England and made in a 
full range of sizes on 
correct colors. by 
powerful radio advertising 
over a Columbia Broad- 
casting System network— 
Supported by strong mer- 
chandising helps, — 
tive packages, etc. Immediate delivery from s 
Write for samples 


THE WILLIAMS MFG. eer 
Portsmouth, Ohio, U. 8. 
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FIT RITE OVERGAITER CO. 

526 S. 3rd St., Philadelphia, Pa. 

MANUFACTURERS OF SPATS 
PRESENT 


FIT RITE SPATS 


$6.50 to $18.00 Doz. 


Felt—Kersey Cloth 
English Box Cloth 
Light and Dark 


Gray 
a < and Dark 
New Oxford Gray— 
Black—White. 
Samples on request 
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WHERE TO BUY 


Shoe Accessories 


6 8 6 ere 


STOrY THAT PINChK 
. WITH 
EVER-READY SKIVED 

VAMP BITE PADS 
Results assured because . of quality 
cushion felt gummed to stick, 
conveniently skived. 


Security Shoe Finding- Mfg. Co. 


Not ma HICAGO 














Business, Beware of Ghosts 


(Continued from page 34) 


an equal responsibility; and that in- 
cludes not only the way they distribute 
to the consumer, but also the way they 
buy from the producer. 

Manufacturers in the last two or 
three years have, for the first time in 
their lives, really begun to think about 
unemployment, chronic seasonal unem- 
ployment. Some are even thinking about 
guaranteeing their people so many 
weeks of work a year. But in order to 
have planned production, he must have 
orderly selling. And how does the re- 
tailer help? By buying hand-to-mouth. 

Our distribution system will never be 
efficient enough to give our retailers 
and resources a dependable living wage 
until distribution is made as nearly a 
continuous process as modern factory 
production. We must devise some kind 
of continuous economic belt-conveyor 





Sun Colors Highlights for Spring 
(Continued from page 21) 


ning Co.; R. G. Ettinger, Keystone 
Leather Co.; F. E. Jarbeau, R. L. Wi- 
nans, E. W. White, Mr. Obert, A. C. 
Lawrence Leather Co.; Harry B. Tove, 
G. Levér & Co.; J. Wirth Willis, Eliza- 
beth Ambrose, New Castle Leather Co.; 
G. H. Meally, Mr. Cronin, Ohio Leather 
Co.; J. J. Lyons, Surpass Leather Co.; 
E. A. Seidel, Albert Trostel & Sons; 
Fraser M. Moffat, president J. L. Nel- 
son, secretary Tanners’ Council of 
America. 

National Boot and Shoe Manufactur- 
ers Association: John C. McKeon, 
Laird, Schober & Co.; Geo. E. Keith, 
F. P. Riley, Geo. E. Keith Co.; R. R. 
Garside, A. Garside & Sons; Kate A. 
Goldstein, Johnasen Bros. Shoe Co.; 
Geo. Miller, Mr. Shultz, I. Miller & 
Sons; Jay O. Ball, managing director, 
National Boot & Shoe Manufacturers 
Association. 

National Shoe Retailers Association: 
John Slater, Mr. Linder, J. & J. Slater; 
Jesse Adler, Adler Shoe Co.; H. R. Wil- 
liams, Bergdorf & Goodman Co.; J. P. 
Rogers, Bonwit Teller & Co.; George 
Geuting, Geuting, Inc.; F. J. Pike, Jay- 
Thorpe, Inc.; J. W. Slattery, N. P. 
Overman, Johnson & Murphy; J. T. 
Greenberg, R. H. Macy & Co.; W. E. 
Wilson, E. D. Nettleton Co.; Chas. 
L. Thompson, Oppenheim, Collins & 
Co.; Murray Schott, Pedemode, Inc.; 
John J. Holden, John Wanamaker; 
James H. Stone, manager, National 
Shoe Retailers Association. 

The Official Style Conference Com- 
mittee of the New England Shoe and 
Leather Association is as follows: Ev- 
erett Bradley, Bradley-Goodrich Co., 
Inc., Haverhill, Mass.; Albert N. Blake, 
Watson Shoes, Inc., Stoughton, Mass.; 
Robert H. Adams, Cushman-Hollis Co., 
Auburn, Me.; Raymond Floren, C. W. 
Conaway, Winter Co., Boston; Miss 
Mollie F. Hurley, Dunbar Pattern Co., 
Brockton, Mass., and Secretary Thomas 
F. Anderson. 
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just as we have devised mechanical 
ones. And the principle must be based 
on orderly and intelligent buying. This 
doesn’t mean high inventories and 
heavy risks and low turnover. In fact, 
it means breaking the curse of un- 
necessary inventory, but not by either 
hand-to-mouth buying or “drunken- 
sailor” buying. It simply means know- 
ing what you'll need and ordering it 
for delivery as you sell it. 

Whatever system is devised, it must 
be flexible. But the idea that you have 
to have a salesman calling on you every 
so often to pick up an order, maybe, 
must be junked. The salesmen will 
have plenty to do in the next fifty 
years helping the retailer do a better 
job of retailing. 

What business needs to get rid 
of ghost competition is the light of 
facts, the book of standards and the 
bell of publicity. 

1. Give the manufacturer an even 
break. You may need him some day. 

2. Concentrate on as few manufac- 
turers as possible and you’ll get any- 
thing you want. 

3. Help the manufacturer even out 
his peaks and valleys by orderly and 
planned buying. 

4. If you must worry about styles, 
do your worrying early, and get set on 
styles as soon as possible. 

5. Take off that bedsheet and that 
pumpkin head. You’re grown up, and 
it isn’t Hallowe’en every day. Besides, 
you’ll feel better in the fresh air and 
the light. And so will business. 





Answers to “TEST YOUR SHOE 
KNOWLEDGE” Questions 
on Page 14. 





1. The turn method, in use from earliest 
recorded time. 

2. In effect, tanning is the stoppage 
of decomposition. Everything is 
incident to and dependent upon this 
scientific fact. 

3. Granting a certain number of days 
of grace, before the regular terms 
go into effect. Thus, goods shipped 
September Ist with 60 days “dat- 
ing,” would be billed as of Novem- 
ber Ist. 

4. The L. B. Evans Sons Co., Wake- 
field, Mass., ten miles north of 
Boston, founded by Thomas Evans 
in 1804 and in the same family ever 
since. 

5. Andrew C. McGowin, who was at 
that time head of the shoe depart- 
ments of the John Wanamaker 
business. 
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A ONE-PIECE TOE 





The distinctive results obtained with Celastic Box 
Toes are due to the fusing qualities. The specially 
prepared fabric base serves principally as a car- 
rier for the Celastic compound. The compound is 
thoroughly softened with Celastic softener, so that 
at the lasting operation it readily penetrates the 
lining and doubler. The toe oj the shoe is thus 
firmly united into one piece . . . producing that 
lightness, firmness, and smoothness which is so 
important. 


Celastic — The Quality Box Toe — is adapted to all 
grades of shoes, for its quality fits it for the best and 
its cost allows it to be used in the more moderately 
priced footwear. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 

























MEET . erat tr 
SALESMEN WANTED POSITION WANTED POSITION WANTED 
ANUFACTURERS and Wholesalers do you 
as fags ,. Lege poor ~ “— rasiage 24 
‘ ° t iles ston m ears old. 
Northern Ohio, Minnesota, S I YLE ADVISOR pees Ladies’, ‘Men’ s pea Children’s ues. At 


North Dakota, South Dakota, 
Kentucky, Tennessee territor- 
ies are open for experienced 
juvenile shoe salesmen. Com- 
mission basis, no drawing 
account. Goodyear welt, pre- 
welt and sstitchdowns ll 
carried in stock. 

Address C-642, care Boot and 


Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








Open to take on a few high class 
accounts, either retail or manufac- 
turing. 

Has a thorough knowledge of 
New York Market in regard to 
fashion trends, materials, and pro- 
motional ideas. A background of 
seven years of factory knowledge. 
References Exchanged 


Address C-643, care of BOOT & 


SHOE RECORDER, 239 West 39th 
Street, New York, N. Y. 





GECF SALREREEN enated to casey cur gyete 
and shoe —_ Please 


i “er erences ep! 
Pig et ri CO., 4248 
Ne. Crawford Ave., Chicago, Il. 


ALESMEN wanted for New England. _ 
carry line of Infants’ PATENTED 
HEALTH SHOES. No drawing account but 
commission. Address C-640, care Boot 
—" Recorder, 140 Federal Street, Boston, 
ass. 


IDDLE WEST TERRITORY now open 

for an experien man, on a strictly 
commission basis, with a well known manu- 
facturer of Men’s shoes retailing from $7.50 
to $10.00. Can be carried with a non-con- 
flicting line. yon In- a department. 
Address C-641, care gue, 
239 West 39th Street, Meet, Fon N. 


Y OUNG. MEN WANTED to sell our lines of 

shoes in the state of Michigan, with Detroit 

as headquarters; also state of Illinois with 

Chicago as merge non y Ap Apply with particulars 

as to selling record ive references. 

aa. SHOE CoO., “139 ane St., New 
ork, 

















Can You Complete This 
Story? 
Here Is the Principal 


Character 


The Man — 35 Years of Age and 
married. 

Experience — Many Years in Shoe 
Store, Both Selling on Floor and 
Managing the Store. 

Position Desired—Place on Floor 

Selling Shoes. 

Lecation Desired—aAny Place in the 
United States. 

—_ Desired—A Living wage. 

‘ou Can Complete This for Me 

PO Broan C-644, Care Boot & Shoe 

Reeorder, 239 West 39th Street, 

New York City 











SHOE SALESMAN. Have 1 Panrtnggs Wisconsin 
twenty years for one Best refer- 
ences. FRED S. WEEDEN, "Socbepeee. Wis. 





FOR RENT 


SHOE DEPT: main floor, —. in largest 
Women’s Specialty Store in wotion, Penna. 
Corner location, established store. Advertised 
line preferred. e do not carry.’ shoes at 
present. Must be financially responsible party. 
Apply THE FASHION, Reading, Pa. 








BUYER or as assistant by man ‘who has a 
thorough working knowledge of new store 
methods. Intimately knows the sources of sup- 
ply, both Eastern and St. Louis. Salary is 
secondary until I can- wee ie myself. Excellent 
wee available. 4 2 anywhere. J. 

. CAMPBELL, 600 S. 7th Court, Miami, 


present operating own shoe store. Able to spend 
5 days a week on territory—own car. Splendid 
references. Address C-639, care Boot & Shoe 
aa 239 West 39th Street, New York, 





BUSINESS OPPORTUNITY 








One of Hartford, Conn.’s finest 
clothing stores has space for a 
men’s and boys’ shoe depart- 
ment on a flat rental or com- 
mission basis—act quickly! 


Address C-621, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











ARE OPPORTUNITY in a highly pros- 

perous store in Albany for a Children’s 
Shoe Department. Address C-646, care Boot 
. a “race 239 West 39th Street, New 
ork, N. 





LINE WANTED 








Men’s or Women’s Line Wanted 
for Pacific Coast. Have Large 
Following Among Best Retail 
and Chain Store Trade in This 
Territory. : 
Address C-645, Care Boot & 


Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 














FOR SALE 





FOR SALE: Modern shoe store, established 
many years in city of fifteen thousand pop- 
ulation, one hundred per cent location. Carry- 
ing well known brands of men’s and women’s 
shoes. ‘Very = reasons for selling. For 
further particulars address, R. L., Box 228, 
Springfield, N 





Minimum charge 75 cents. 





CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 

When a box number is desired twelve words should be added for the address. 
word of the address should be counted. j 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
8 Advertisements for this page must be in our New York office on Friday of the week preceding publication. 8 


RATES 


Minimum charge 
In all other cases each 








78 





Boor anp SHOp RECORDER 
combining THE SHOop RETAILER, Oct. 3, 1931 

















FOR SALE 


HOTELS 


HOTELS 





F 


B. 


OR SALE REASONABLE—Family Shoe 
Store, doing $15,000.00 to $18,000.00 an- 
ually in Morrison, Ill. Write or call on M. 


BELL, Morrison, Ill. 





WANTED TO PURCHASE 

















If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 


tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 


Phene Canal 6-4298 and 4299 











We will pay the best price for 
your surplus a —_— —, of Leseee 
general merchan or lepartmen' 
stores. ses assumed. 
Phone - Write ™ 
All matters strictly confidential. 

I. SIMON CO. 
101 Reade St., New York City 
Phone Worth 2-5922 Bet. 1880 











MERCHANTS’ NEEDS 





















|_| 





\ 4 GEORGE WASHINGTON 
RI A Le exington We. 23” toZ4*st 


Only a few quick minutes from 
business, shopping and amuse- 
ment centers, yetyou will enjoy the quiet 
repose of a country town at evening. 
Such is the fortunate location of the 
George Washington Hotel, a distin- 
guished residential hotel. 


ROOM WITH BATH 
DAILY WEEKLY 
$2.50 to $3.00 


THE BEST FOOD IN NEW YORK 


Enjoy the Comfort of a 
Real Home in 


NEW YORK’S FINEST 
RESIDENTIAL HOTEL 


She 






$14 to $17.50 

















Levine Display Studios 
Designing 
Building—Installing 
SHOE WINDOW BACKGROUNDS 
Displays at Rental Rates 


124 West 21st Street, N. Y. C. 
WAtkins 9-4334 














ently. 
They last a lifetime 
and 


Are made in any style, 
kind of shelving. 


=| Write for general catalog 
and let us suggest the 


=| best ladder for your use. 


4 Enable you to reach your 
highest shelves conveni- 


shape or size to fit any 








} ST.LOUIS, MO. 








New /mproved 


uy Cup 
for Price Tickets 


TILTS AT ANY ae once 
r gross je 
M.D. POLLINGER COMPANY 
216 Holland Bidz«.. St. Loui 




















Display Fixtures 


E. DODGE 
433 Washington %&., Boston 
Phone Dev. 8049. 











MERCHANTS’ NEEDS 








VANITY BOWS 





In keeping with the new fashion trend 
Fifth Avenue stores are enhancing their 
new fall creations with Leather, Fabric 
and Beaded Bows. Vanity Novelty Works 
have a comprehensive line of new fall 
bows at prices ranging from $3.50 to 
$5.00 per dozen pair. Write now for an 
assorted dozen. 


VANITY NOVELTY 


WORKS 
1261 Atlantic Avenue 
| BROOKLYN N. Y. 











Shoes Alive 


MEMPHIS, TENN.—Bry’s of Memphis 
features shoes alive to the public. In 
this store’s newspaper advertising are 
actual photographs giving a good close- 
up view of the kiddies’ feet wearing 
new shoes. Pictures are from the knees 
down, giving a good full view of the 
little feet of real boys and girls and 
of real shoes for children. 

Bry’s also used another trade-win- 
ning idea to tempt the kiddies to visit 
the shoe store. This store offered free 
candy to the kiddies, an excellent idea 
as candy is very cheap, yet never fails 
to appeal to the youngster. 
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THE 


VANDERBILT 
HOTEL 


Park Avenue ai 
Thirty-fourth Street 
New York 


he VANDERBILT Hotel sno 

more expensive than any other 

first-class hotel in New York. 
Room and bath---5422 








Bermuda Merchant Visits Boston 


BosToN — Ernest M. Young, shoe 
merchant of Hamilton, Bermuda, was 
a recent visitor in Boston. He has 
moved into a new store on Church 
Street, opposite the Hamilton Hotel. 
Mr. Young stated that business is good 
in Bermuda and he is looking forward 
to an excellent winter. This was his 
twenty-fifth annual trip to Boston to 
buy shoes. 











Shoe Style Week in Pittsburgh 


PITTSBURGH, PA.—In connection with 
“shoe style week” to be inaugurated 
here by retail dealers Oct. 12, the sec- 
ond annual banquet, pep meeting and 
dinner dance of the Pittsburgh Shoe 
Retailers’ Association is to be held 
Tuesday, Oct. 13, in the Fort Pitt hotel. 
Prominent speakers on style and kin- 
dred topics have been selected to ad- 
dress the shoe men and the affair is to 
be the opening of the Fall activities of 
this group. 

Plans for the banquet were made 
at the first Fall meeting of the 
association at a dinner held in the 
Roosevelt Hotel. The members voted 
to have special sections of advertising 
placed in the Pittsburgh papers during 
“Shoe Style Week,” with special poster 
designs and window displays in evi- 
dence not only to attract attention but 
to get more customers. R. Bruce Mur- 
phy, Bob Noffsinger and Sam Levine 
are leaders of the committee appointed 
to arrange details for the feast and 
activities of the week. 

Elsie Lichtenstuhl, stylist at Radio 
Station KDKA here, was the chief 
speaker at tonight’s meeting. She gave 
an outline of her recent trip to Euro- 
pean countries, compared shoe styles in 
those countries with American styles 
and described places of interest she 
visited. 


High Priced Sale 


New YorkK—A very interesting ex- 
periment was given a trial in the sixth 
floor men’s shoe department of Saks- 
Fifth Avenue shop. A sale of 1,637 
pairs of men’s shoes that regularly sell 
at $23 and over, were advertised at a 
special price of $14.85. Just a little 
more than half these shoes were sold 
the first three days of the sale. Indica- 
tions are that the entire lot will be 
sold during the 10 days of this special 
sale, says Nelson E. Clark, men’s shoe 
buyer. He is quite satisfied that men 
are still interested in buying shoes in 
the grades indicated in this sale, pro- 
vided they are satisfied the shoes are 
worth the money asked. 








New Store in Easton 


EASTON, Pa.—Quality Shops, Inc., a 
new corporation composed of D. Sol- 
kow, president, and Dr. Theodore Tobin 
and George L. Walker, former mayor 
of Easton, has been opened here in a 
completely renovated location in the 
downtown business section. The new 
store has a good sized display window 
and interior decorations have been car- 
ried out in ultra-modern style. 





New Men’s Department 


CoLUMBUSs, OHIO—The Boston Store, 
located on North High Street, has in- 
stalled a men’s shoe department on the 
second floor of the store. The company 
has been operating women’s and chil- 
dren’s departments for years. Louis 
I. Wilson is manager of the new de- 





GOLF TIE-UP 





Flint & Kent 


554-562 Main Street—Call Cleveland 3060. 








Gallery Gossip 





By JACK LAING 
Golf Editor, Courier Express 
DAY'S gallery, which approximated 2,500, was 
orderly ond well behaved, yielding to the 
mito: er 











™ Id leav 
their high heeled shoes at home and wear the athletic 
today, as the fairways were pretty well panctured in som 








At the Country Club Tournament 
play..or follow the play ..in 





Flint & Kent’s Smart 
Golf and Spectator 
Sports Shoes 


they won't harm a.blade.of grass 
on the most velvety “fairway” ” 


aan 


Strap Shoe with Calfskin 1 sirg, Schober and Co. 














Clever Golf Shoe Tie-Up 


BuFFralo, N. Y.—Taking advantage 
of a complaint voiced by the golf editor 
of a local newspaper that high heeled 
shoes are puncturing the fairways of 
the Buffalo Country Club upon which 
the National Women’s Golf Champion- 





ship is being staged, Flint & Kent was 
quick to reproduce the complaint and 
suggest the use of smart golf and spec- 
tator sports shoes. 

“They won’t harm a blade of grass 
on the most velvety fairway,” explained 
Flint & Kent, which called particular 
attention to tan calfskin Wales tie 
shoes with walking heel at $10.50; 
black or brown suede one-strap shoes 
with calfskin trim and solid leather 
heel at the same price and golf oxfords 
from Scotland in bulrush grain calf 
with rubber cleats at $14.50. 

This advertisement featured a clip- 
ping from the “Gallery Gossip” com- 
ment of Jack Laing, golf editor of the 
Courier-Express, in which he said: 

“It might not be a bad idea if some 
of the girls would leave their high- 
heeled shoes at home and wear the 





partment. 


athletic type today as the fairways 


80 

















were pretty well punctured in some 
places.” 

As a result of this tie-up by Flint & 
Kent with the advice of this sports 
writer, Winthrop Kent, general mer- 
chandise manager of Flint & Kent, re- 
ports that sales of athletic type foot- 
wear with low heels were quickened 
and the advertisement helped to focus 
consumer attention upon the enlarged 
footwear shop of the store occupying 
space on the street floor. 

“Oftentimes shoe retailers can effec- 
tively tie up their. new style merchan- 
dise with some such comment which 
appears from time to time either on the 
society or sports pages of their local 
newspapers,” explained Miss Louise 
O’Brien, advertising manager of Flint 
& Kent. “The tie-up must be immedi- 
ate to be effective and we have found 
that by taking advantage of current 
events we can exploit high style mer- 
chandise on a quality basis which re- 
sults in quickening consumer response 
to our advertised offerings.” 





Shoe Contract Upheld 


BuFFALO, N. Y.—The $70,000 con- 
tract for supplying about 40,000 pairs 
of shoes to needy of the city through 
the - municipal - welfare department 
awarded to the Liberty Shoe Co. of 
Buffalo has been sustained by the 
board of review after protests had been 
entered by August C. Smith’s Sons. of 
862 Elk Street, an unsuccessful bidder 
and the Larkin Co., mail order and re- 
tail footwear. 

David Abrams, president of the Lib- 
erty Shoe Co., who appeared in sup- 
port of his low bid, after supplying 
shoes to the city welfare department 
for a period of six years, criticized the 
appraisal made by Clarence I. Lanich, 
Riverside shoe retailer, who was one of 
six unofficial judges called by the city 
to inspect the footwear samples of the 
various bidders. C. A. Lindstrom of 
the Endicott-Johnson Shoe Co., also 
appeared at the hearing. The Liberty 
Shoe Co. operates a chain of retail foot- 
wear stores in Buffalo and is one of 
the largest shoe retailers in the city 
with a large store in the Broadway- 
Fillmore community shopping district. 


New Brown Shoe Program 


St. Louis—Every Wednesday night 
a program broadcast between 8:15 and 
8:30 p. m., Eastern standard time, by 
the Brown Shoe Company will be on 
the air over the WJZ blue network and 
subsidiaries. In the home town of St. 
Louis, the broadcast will be heard over 
station KWK at 7:15 p. m. 

The headliner in the entertainment 
program will be Guy Robertson, who 
starred in St. Louis municipal produc- 
tions for several seasons and who made 
a reputation for himself on Broadway 
in “Nina Rosa” and “Rose-Marie.” 
Leonard Joy’s orchestra will supply the 
main melodies. 
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BUSINESS 


ALABAMA—Sheffield—Carter-Blake Co. ; shoes, 
etc,; reported succeeded by Carter Clothing Co., 


ic. 
ARKANSAS—Little Rock—Gans Men’s Store; 

, shoes, etc.; reported selling or sold out. 
CALIFORNIA — Fresno — Greenberg & Sabin 
Inc.; boots and shoes; inc. authorized capital 


5,000. 

-FLORIDA—Perine—Barfield Dep’t Store, Inc. ; 
inc. authorized capital $25,000. 

rasota—Phil Levy, Inc.; boots, shoes, etc. ; 

recently incorpora 

West Palm Beach—J. C. Harris Co.; boots, 
shoes, etc.; recently incorporated. 

ILLINOIS — Chicago — Dorenfest & Pfingst 
(Modern Bootery) (1455 W. Chicago Ave.) ; 
boots and shoes; reported sold or closed out 


business. 

INDIANA—Evansville—Fashion Samples Shoe 
Stores, Inc.; boots and shoes; recently com- 
menced business. 

KANSAS—Hiawatha—W. E. Howard; boots 
and shoes; succeeded by Arthur J. Witt. 4 

MASSACHUSETTS—Boston—Arrow Shoe Co. ; 
om “aati filed issue of $10,000 common 
8 2 

Burton’s Bootery; boots and shoes; business 
certificate filed by Burt Weiss. 

Levy Dep’t Store; boots, shoes, etc.; business 
certificate filed by Isaac Levy. 

Chelse: F Shoe Gn: ; manufacturers ; 
recently commenced business. 

Haverhill—Brody-Goldman Shoe Co. ; manufac- 
turers; recently cc at 18 
Granite St. 

‘‘Colonial Shoe Co. (18 Phoenix Row) ; 
facturers; inc. Ey iy capital $25,000. 

Lynn—L ynford Shoe Co., Inc. ; manufacturers ; 
recently incorpora‘ 

Merrimac—Modern “Wood Heel Co., Inc.; man- 
ufacturers; inc. authorized capital $25, 000. 

North Adams—National O’Sullivan Shoe Corp. ; 
manufacturers; inc. authorized capital $200,000. 

MICHIGAN — Detroit — Abramsohn’s; boots, 
shoes, etc.; recently incorporated. 

Lucille’s; shoes, etc.; recently incorporated. 

MISSOURI—Kansas City—Napier’s Booterie, 
Inc.; boots and shoes; inc. authorized capital 
$50,000. 

Maplewood—London Shop, Inc.; 
shoes; inc. authorized capital $18,000. 





manu- 


boots and 


CHANGES 


NEW HAMPSHIRE—Raymond—Becker Bros. 
Shoe Co.; [hc capital stock in- 
creased by $40, 

NEW JE RSEY—-Somerville—Royal N. J. Shoe 
sre boots. and shoes; inc. authorized capital 
10,000. 

NEW YORK—Brooklyn—Barlin Shoe Mfg. Co., 
Inc.; manufacturers; recently incorporat 

Treiber & Bloomgarden (Albee Shoes) ” (166 
Flatbush Ave.) ; boots and shoes; reported sell- 
ing or sold out. 

Buffalo—Dave Abrams, Inc.; boots and shoes; 
recently incorporated. 

Lynb —Meyer Pallas; etc. ; 
removed to Bellemore. 

ew York City — Adler-Shoe-For-Men, Inc. ; 
boots and shoes; name changed to Jayar Shoes 
For Men, Inc. 

American San-Dal-Ette Co.; 
turers; recently incorporated. 

Dorothy Shoe Shop, Inc.; boots and 
ine. authorized capital $10,000. 

Fashion Footwear Corp.; slipper manufac- 
turers; inc. authorized capital $10,000. 

Friedman’s Shoes, Inc.; manufacturers shoes 
and leather goods; inc. authorized capital $5,000. 

H. Jantzen Shoe Co., Inc. (1024 Sixth Ave.) ; 
eaeae \ on shoes ; authorized capital reduced to 

5,000. 


boots, shoes, 


shoe manufac- 


shoes ; 


Kitty Kelly Retail Shoe Stores, Inc.; boots 
and shoes; recently incorporat 

Morton Roberts (773 9th ‘Ave. ); boots and 
shoes; sold or closed out business. 

National Stay Corporation; footwear; inc. 
authorized capital $10,000. 

Tudor Shoe Co., Inc.; boots and shoes; inc. 


authorized capital $15,000. 

Worth and Roberts, Inc.; boots, shoes, etc. ; 
inc. authorized capital $20,000. 

NORTH CAROLINA — Salisbury — Salisbury 
Shoe Co.; boots, shoes, ete.; inc. authorized 
capital $50,000. 

OHIO—Cleveland—Modern Shoe Stores; boots 
and shoes; recently incorporated. 

PENNSYLVANIA—Philadelphia—B. Perlstein, 
Inc. (4834 Germantown Ave.); boots and 
shoes; recently incorporated. 

SOUTH DAKOTA—Rapid City—C. C. Ander- 
son & Co., Inc.; dep’t store; inc. authorized 
capital $50,000. 








FAILURES, EMBARRASSMENTS; Etc. 


CALIFORNIA—Imperial—Charles F. Prince; 
boots, shoes, etc.; reported assigned. 

Los Angeles—Sam J. Hurwitz (24387 Brooklyn 
Ave.) ; boots and shoes; reported petition in 
Reakrapeee. 

ILLI NOIS—Chicago—Robert Aronberg (1336 
E. 47th St.); boots and shoes; reported petition 
in bankruptcy. 

Simon Meltzer (LeClaire Bootery) (5120 Ful- 
lerton Ave.) ; boots and shoes; reported petition 
in bankruptcy. 

David Morris (1824 E. 55th St.); boots and 
shoes; reported petition in bankruptcy. 

INDIANA—Fort Wayne—Allen Shoe Corp. ; 
boots and shoes; 
creditors. 

MARYLAND—Annapolis—Joseph Levy ; boots, 
shoes, etc.; reported petition in bankruptcy. 

ACHUSETTS — Boston — Joseph Lieber- 
‘man (1194a Blue Hill Ave.) ; boots and shoes; 
reported petition in bankruptcy. 

Bradford—George D. Currier & Co.; tanners; 
reported assigned. 

Rockland—Len and Leo Shoes; boots and 
shoes; reported petition in bankruptcy. 

Worcester—Barton Shoe Co., Inc.; manufac- 
turers; reported‘ assigned. 

MISSOURI — Kansas City — Rashbaum Dry 
Goods Co.; boots, shoes, etc.; reported petition 
in bankruptcy. 

Louis—Kurz Shoe Co., Inc. (3901 Lafay- 
ette Ave.) 5 ; boots and shoes; reported assigned. 

NEW JERSEY—Perth Amboy—Horowitz & 
Lubinsky; boots and shoes; 
Shoe Store, Inc. 


reported called meeting of 


succeeded by Family 


NEW YORK—Brooklyn—Morris Sharoff (3019 


Mermaid Ave.); boots, shoes, etc.; reported 
petition in bankruptcy. 
New York City—Alfred Giantel, Inc. (1388 W 


25th Pa shoe manufacturers; reported as- 
signe 

Greenwald Shoes, Inc. (149 Duane St.) ; whole- 
sale Boots and shoes; reported assigned. 

Nathan Koppelman (Cornell Shoe Store) (484 
Lenox Ave.); boots and shoes; reported is- 
signed. 

Lou-Ola Shoe Market, Inc. (2544 8th Ave.) ; 
boots and shoes; reported called meeting of 


creditors. 


Peekskill—J. Gilbert; boots, shoes, etc.; re- 
ported petition in bankruptcy. 
NORTH CAROLINA — Tryon — The Man’s 


Store; boots, shoes, etc.; reported petition in 
barkruptcp. 
OHIO—Martins Ferry—Myers Bros.; boots, 
shoes, etc.; reported petition in bankruptcy. 
Sebring—Samuel Green; boots, shoes, 

reported petition in bankruptcy. 
PENNSYLVANIA — Export — Nathan Cohen; 
boots, shoes, etc.; reported petition in bank- 


etc. ; 


ruptcy. 

Williamsport—Isaac B. Claster; boots, shoes, 
etc.; reported petition in bankruptcy. 

RHODE ISLAND—Providence—Jones & Co. 
(Arcade Bldg.) ; boots, shoes, etc.; reported re- 
ceiver appointed. 

TEXAS—Dallas—Glenn & Glenn; boots, shoes, 
etc.; reported petition in bankruptcy. 

Marlin — Holloway Bros.; boots, shoes, 
reported petition in bankruptcy. 


etc. ; 





NEW SHOE STORES 


Los Angeles, Ca!.—Greene-Mills & Co. 

New York, N. Y.—Fashion Footwear Corp. 

New York, N. Y.—Worth & Roberts, Inc. 
I New York, N. Y.—American San-Dal-Ette Co., 
ne. 

Brooklyn, N. Y.—Barlin Shoe Mfg. Co., Inc. 

Lynn, Mass.—Lynford Shoe Co., Inc., 2 Box 
Place (mfr.). 

Haverhill, nang Colonial Shoe Co., Inc., 18 


hoenix Row ( 
New York, N. Y.__Dorothy Shoe Shop, Inc., 
Bronx. 
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Cleveland, Ohio—Modern Shoe Stores, Inc. 
Pittsburgh, Pa.—Herbert Supply Co. 
Evansville, Ind.—Fashion Samples Shoe Stores, 


Ine. 
Kansas City, Mo.—Napiers Booterie, Inc. 
Mt. Clemens, Mich.—Stein’s. 
yy Ga.—Monroe Clothing Co., 62 Peach- 
tree St., E. 
yo an Rigg Ga.—Marcus Clothing Co., Abe Tura- 
toot, Dept. Mer. 
Detroit, Mich.—Lucille’s, Inc. 
Cable, Wis.—F. H. Drummond Co. 


81 
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Rapid City, S. D.—C. C. Anderson & Co. 

Salisbury, N. C.—Salisbury Shoe Co. 

High Point, N. C.—Kaplan’s, Inc. 

Chicago, Ill.—Father & Son Shoe Stores, Inc., 
1041 Wilson Ave. 

Buffalo, N. Y.—Dave Abrams, Inc. 





aa York, N. Y.—Tudor Shoe Co., Inc., 
ro 
. New York, N. Y.—Betty-Rose Bootery, 90 Clin- 
on 

Amarillo, Tex.—L. & W. Orchid Shop, 613 
Polk St. 


Archer, Tex.—Saul’s Store (soon). 

Three Rivers, Tex.—Priceman’s, Inc. 

Mahnomen, Minn.—Bert Hart. 

Grass Lake, Mich. — Chas. C. Wood, Beeman 
Block. 

Piggott, Ark.—Krugman & Miller (soon). 

Austin, Tex.—B. A. Goodfriend. 

Beckley, W. Va.—H. & M. Shoe Store. 

Troy, Y.—Harpel-Phillips Shoe Co., 
(Mass. Corp.). 


Inc. 


ew » N. ¥.—Friedman’s Shoes, Inc. 
Boston, Mass.—A. Bloom Shoe Co., 206 Essex 
St. (Mfr.). 
Haverhill, Mass.—Calvin Shoe Co., 54 Win- 
gate St. 


as Rye Mass.—Nashua Shoe Co., 522 Broadway 


Sharon, S. C.—Perry Bros. 
Dover, Del.—Enzel of Paris, Inc. 
Sally, S. C. 
Parna, Ohio—Bridge Dry Goods Co. 
Wanamaker, Ind.—Charles W. Berry. 
West Lafayette, Ind.—A. J. Gabler, Inc. 
Evansville, Ind.—Goldman’s Olympic, Inc. 
ooksack, Wash.—Nooksack Store, Inc. 
Newark, N. J.—Herbert A. Hall, Inc. 
West Liberty, Ky.—Martin Fannin. 
West, Tex.—Ben Keen (soon). 
Hardin, Ill—J. H. Smith Co. 
Flora, Ill.—Emmett Colciasure. 
‘Wenatchee, Wash. “aig E. English. 
Hampton, Iowa—Mrs. R. A. Wood (soon). 
New York, N. Y.—Shields Shoe Store, 854 
Rogers Ave. 
Sanborn, N. D.—T. K. Myhre. 
New York, N. Y.—Felice Shoe Mfg. Co., 124 
Bleecker St. 
St. Paul, Va.—Purcell’s Store, Inc. 
Rocky Mount, N. C.—Alford’s, Inc. 
Sanford, N. C.—Stroud-Hubbard Co. 
Alton, Ill.—Rose Department Store, Inc., 110 
W. 3rd St. 
Ag Ill.—Schiff’s Department Store, Inc., 
St. 
Philadelphia, Pa.—B. Perlstein, Inc. 
nun Ill.—Pauls Boot Shops, Inc., 2312 N. 
st 
Jersey City, N. J.—Sonya Shoe, Inc. 








(soon). 
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BOOTS AND SHOES 
Advance Theatrical Shoe Co., Chicago, Ill.. 72 
Athletic Shoe Co., Chicago, Ill............. 64 


Bass, G. H., & Co., Wilton, Me............ 66 
Blog Shoe Findings Co., New York City... 72 
Booth, Walter, Shoe Co., Milwaukee, Wis... 3 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. .70-72 


Buek & Co., Philadelphia, Pa.............. 70 
Burdett Shoe Co., Lynn, Mass............. 68 
Capezio, New York City............+..00% 74 
Chase, W. 8., & Sons, Haverhill, Mass..... 64 
Chicago Footwear Co., Chicago, Ill......... 76 


Chicago Theatrical Shoe Co., Chicago, Ill... 72 
Clapp. Edwin, & Sons, Inc., E. Weymouth, e 
Colt-Cromwell Co., New York City........ 75 
Connell, J. M., Shoe Co., South Braintree, 
SDL 9 p00 56565005000 c0be 00400000889 68 


Dyer & Hall, Inc., Auburn, Me............ 6 
Ebberts, John, Shoe Co., Buffalo, N. Y..... 68 
Edwards, J., & Co., Phila., Pa....... 4th Cover 
Evans, L. B., Sons Co., Wakefield, Mass... 64 
Gilbert Shoe Co., Thiensville, Wis......... 66 
Grossman, Julius, Ine., Brooklyn, N. Y.... 35 
Gustin, M., Co., New York City........... 74 
Hill Bros. Co., Hudson, Mass.............. 12 
Holland Shoe Co., Holland, Mich.......... 63 


Horwitz, Vincent, Co., Inc., New York City 64 
Hoyt, F. M., Shoe Corp., Manchester, N. H. 62 


Ideal Baby Shoe Co., Danvers, Mass........ 66 
Keith, Geo. E., Co., Brockton, Mass........ 65 
Kendall Shoe Co., Haverhill, Mass......... 70 
Killoran, W. M., Lynnfield, Mass.......... 74 
Musebeck Shoe Co., Danville, Ill........... 5 
Nettleton, A. E., Syracuse, N. Y........... 62 


Nunn, Bush & Weldon Shoe Co., Milwau- 
i TN tn nngvhes4a0s04065455e0560seune 2 


Old Colony Shoe Co., Brockton, Mass...... 62 
Packard, M. A., Co., Brockton, Mass....... 62 
I, We Ry Bits os cinccdsecceveveaces 1 
Powell & Campbell, New York City...... 42 
Reed, E. P., & Co., Rochester, N. Y........ 69 


Rice-O’ Neill Shoe Co., St. Louis, Mo..2nd Cover 
Richards & Brennan Co., Randolph, Mass.. 62 
eee Ge Cn, Bees. POesec oc ccccevesacs 72 


Schwartz & Herder, Inc., Phila., Pa........ 72 
Shaft-Pierce Shoe Co., Faribault, Minn.... 66 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 68 
Stacy-Adams Co., Brockton, Mass.......... 62 
Stetson Shoe Co., South Weymouth, Mass... 10 


United States Rubber Co., New York 
Mt, SechecceSseaksssacenaeaenen Front Cover 


Wiswell-Everston-Santry Shoe Mfg. Co., 
ST I TUTE 59-0090 6000 ee eee een 66 


Wrobel, S8., Slipper Co., New York City.... 71 


LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass........ 43-44-45-46 











< - aeneees Leather Cos., Wiimington, 
Del 


BU, cccccvevensssevaegbcedeesestesut 38-39 
Amer, William, Co., Phila., Pa..........-- 51 
Armstrong Cork Co., Lancaster, Pa........ 4 

| Barrett & Co., Newark, N. J........ 3rd Cover 
| Castle Kid Co., Camden, N. J............-- 54 
Essex Rubber Co., Trenton, N. J.........- 42 
Essex Tanning Co., Peabody, Mass......... 37 
Evans, John R., & Co., Camden, N. J.....30-31 
Heyman, Marcus A., New York City....... 63 
Hubschman, E., & Sons, Phila., Pa........ 48 


Kepner, C. D., Leather Co., Boston, Mass.. .8-9 
Lawrence, A. C., Leather Co., Peabody, 
M 58 


ME wocacicseveviesavetevesvssaeeteret 
Levor, G., & Co., New York City.......... 3 
McNeely Kid Co., Phila., Pa.............+- 46 
New Castle Leather Co., New York City... 49 
Ohio Leather Co., Girard, Ohio............ 59 
Quaker City Morocco Co., Phila., Pa....... 43 
Seton Leather Co., Newark, N. J.......... 52 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass.......... 84 
Conaway-Winter Studios, Brooklyn, N. Y... 55 
United Fast Color Eyelet Co., Boston, Mass. 73 


Unitcd Last Co., Boston, Mass............- 57 
United Shoe Machinery Corp., Boston, 
SD, eccvsdanccsdnceditecsvseete 50, 77, 83 


SHOE ACCESSORIES 


Fit Rite Overgaiter Co., Phila., Pa...... i 
Levine Display Studio, New York City..... 79 
Rauwh, 8., & Co., New York City.......... 67 
Scholl Mfg. Co., Chicago, Ill.............-- 60 
Somatiy Shoe Finding Mfg. Co., Chicago, . 
Shoe Lace Co., Ltd., Providence, R. I...... 36 
Vanity Novelty Works, Brooklyn, N. Y.... 79 
Williams Mfg. Co., Portsmouth, Ohio...... 76 


SHOE STORE EQUIPMENT 


Dedge, E., Boston, Mass.........cccccceses 79 
Milbradt Mfg. Co., St. Louis, Mo.......... 79 
Pollinger, M. D., Ca., St. Louis, Mo....... 79 
Shoe Form Co., Auburn, N. Y............. 74 
MISCELLANEOUS 
American Weekly, New York City......... 47 
George Washington Hotel, New York City. 79 
Hotel Forrest, New York City............. 58 
Hotel Lexington, New York City.......... 75 
Hotel Lincoln, New York City...... A darahwine 58 
Hotel New Yorker, New York City........ 56 
Hotel Paramount, New York City......... 56 
Hotel Shelton, New York City............ 71 
Hotel Vanderbilt, New York City......... 79 
Kirsch-Blacher Co., New York City....... 79 
Marbridge Bldg., New York City.......... 75 
National Boot & Shoe Mfrs. Assn., New 
CO ee re ey reer 2 
Simon, L., & Co., New York City......... 79 
United Hotels of America................. 71 


Tanners Council of America, New bewed 
GE sc ches bea wweewtde urbe chanepteesdiis 


Develop New Show Case Light 


GRAND RaPips, MicH.—Claude Neon 
Lights, Inc., in cooperation with the 
Grand Rapids Store Equipment Cor- 
poration of Grand Rapids, Mich., has 
developed and perfected a new show 
case light which is said to give daylight 
color without glare and eliminate shad- 
ows within the case and which has a 
very low radiant heat. 

Claude Neon Lights, Inc., have grant- 
ed to the Grand Rapids Store Equip- 
ment Corporation the exclusive right 
to use genuine Claude Neon tubes in 
their show cases, floor cases, wall cases 
and other closed cases where merchan- 
dise is displayed for sale. 

Experiments have been going on for 
some time in the use of gaseous tubes 
for lighting of display cases of dif- 
ferent types and special sockets for 
holding the tubes have been devised, 
which will be built in at the time of 
manufacture of the cases but which 
can also be used in replacing lighting 
in cases now in use. 

The quality of the light obtained is 
said to be that of daylight equivalent 
to north, light when it is uninfluenced 
by direct sun. Thus, all materials and 
objects displayed are shown in their 
true or natural colors. 

The source of the light being a long 
tube making a continuous line, results 
in a uniform distribution of light 
throughout the entire show case. This 
so eliminates shadows that objects on 
upper shelves do not throw sharp shad- 
ows on the lower shelves, interfering 
with the lighting. 

The new light also prevents the plate 
glass top and sides of the show case 
from giving glaring reflection from 
overhead lighting in the show room. 
The effect with the new type lighting 
is to give the glass much greater clear- 
ness—even tending to suggest to a 
casual observer that there is no glass 
in the case. 

Reducing the temperature is one of 
the advantages claimed for this new 
lighting. Although sometimes termed 
a “cold light,” the Neon tubes give off 
Ititle heat, and the average rise of 
temperature in cases where the new 
Neon light is used is 5.6 degrees in 
comparison with over 14 degrees of rise 
where certain other lights are used. 

The life of the tubes is more than 
5,000 hours, with life tests actually 
having been run from 10,090 to 15,000 
hours. 
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WOOD HEEL a The GAC United Wood Heel Blocks offer 
BLOCKS Shoe Manufacturers and Wood Heel Coverers TWO 

















important economies. 























1 Blocks of the highest Style and Quality at 


the lowest price. 





























2 Freedom from the great economic waste of 


overstocks. 

















Seven 


HI G H UNITED SHOE MACHINERY CORPORATION 
St yl es BOSTON, MASSACHUSETTS 


WOOD HEEL 
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DESIGNER 
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Vutco-Unit Box Tors have consistently satisfied 
these six important people overa period of years . . . antici- 


pating every individual need. 


KEKEKEKEKEKEKEKEKEKEK 


V, 
\ 





Reproducing the most delicate lines . . . Conforming readily 


to the last .. . Assuring absolute uniformity .. . Easy to work Vulco Unit Box Toes are universally se- 
with ... Thoroughly dependable . .. Comfortable and Stylish. lected for their unquestioned superiority. 
MANUFACTURER S T= 2 € © rk OD UCTS 


STATLER BLDG. BOSTON, MASS. 
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Costumes 
Designed of the 
Jeather, Eat np ‘ The Latest Fall Steg 
ve, ammooth i 2 a \ c Wy) : = eae 
suede, A a | His j Yow this new not 
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was bitrary fashion dees tt Proportions of x 
shion decree, Excl § of or. 4 
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From Best of Kidsking 


Essential, 






gives ¥ @ high fashion 1 





Light, supple and conform 
Nevertheless 9 Most di 
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be r 
Pottern is permanent for :, 
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by neutral Cleansing peas OFS are fast ang unharmed 
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rable leather, ne 




















The ou tstanding 
MANUFACTURERS 
oO f fi re fo oO £ wear Nearly 100 of the Nation’s foremost manufacturers of 


women’s smartest and most dependable shoes are fea- 


f Or WwOomewre-.- ait d turing ECRE’ kid in their latest models. Leading stores 


from coast to coast are emphasizing the fashion impor- 


e@ 
A mertea °8 s§ tyle tance of shoes of ECRE’ kid. Full page advertisements 
are carrying to the consumer the message of ECRE’ kid’s 


' ea de r STO RES. ec superiority. Only shoes certified by Fashion Merchan- 


dising Bureau as craftsmanship results in style and qual- 


| now su pp orte a b y ity can carry the ECRE’ name. 
48 A DY i RTIS EM ENTS You will find it greatly to your advantage to learn the 


new opportunities awaiting you in this ECRE’ devel- 


like those above  gmem. 


----- place ECRE* 
Lid FIRST among BARRETT & CO. 


quality leathers 


Artin Leather Newark. N. J. 






*REG. U. S. PAT. OFF. 
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